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World-wide Hide Markets Rising 


Significant Increases in Finished Leathers 


HE average retail shoe mer- 

chant today does not believe 

that the present leather situ- 
ation is a genuine one. 

He feels that it has been trumped 
up entirely by the leather tanners 
to make him pay more for his shoes 
when he is having a hard enough 
time selling them as it is. 

His attitude toward the manu- 
facturer is, the manufacturer is 
gullible and has been taken in by 
these reports issued by the tan- 
ners, whereas he as a retail shoe 
merchant is much smarter and 
won’t be fooled. 

The cause for this attitude is a 
perfectly logical one, as the retailer 
knows the shoe business has not 
been good for the past year, and he 
believes that the demand for leath- 
er has not materially increased 
within the shoe trade. 

The retail shoe merchant having 
a superficial knowl- 


hides due in turn to certain com- 
plex conditions in the beef indus- 
try caused by the war and felt 
acutely now because the world’s 
market has caught up to its supply. 


We here present authentic veri- 
fied information on the present 
leather crisis. In tabloid form, here 
is the signicant news of hides and 
leather for the buyer who is this 
week starting on his market trip. 

The world’s hide and skin mar- 
kets have been stiffening since Feb- 
ruary. 

The available supply of hides in 
all markets is much diminished. 

The kill of cattle in this country 
and others has been less than nor- 
mal. - 

Even Russia, a big calf hide pro- 
ducer herself, is now buying raw 
hides in South America. 





edge of the law of 
supply and demand 
feels that prices 
should go down rath- 
er than go up. 

If the present 
leather situation con- 
tinues, the retail 
shoe merchant’s atti- 
tude is entirely 
wrong and injurious 
to the structure of 
the whole shoe in- 
dustry. 

The rise in prices 
is due to a world- 
wide shortage of 
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The Recent Upward Swing in Hide Prices 
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The raw hide market has ad- 
vanced as much as 50 per cent 
since February, and skins 35 to 40 
per cent. 

Unless there is a sizeable break 
in raw hide and skin market, the 
price vf sole leather, side upper, 
and calfskin will be advanced 
sharply in the near future. 

Some calfskin tanners have ad- 
vanced their prices 1 or 2 cents per 
foot, while others who had a good 
supply of hides on hand have not 
yet raised prices, but advances 
must come if the raw markets hold 
to present level. 

Sole leather tanners are worse 
off than upper leather tanners. 

Advances in skins suitable for 
upper leather have been even stif- 
fer than in sole leather hides in 
the last two months. 

Sole leather prices advanced 8 to 
9 per cent. 

Hides, which two 
months ago sold for 
around 14 to 14% 
cents a pound, are 
now 191% to 20. 

Sales of sole leath- 
er are running far 
ahead of this time 
last year. 

It is impossible to 
predict extent. of 
leather price ad- 
vances that will be 
necessary, but they 
are coming, and on 
the basis of the cur- 
rent market for 
hides, total advances 
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This world shortage of raw 
material is not a temporary 
condition. Russia, for in- 
stance, has taken this year, in 
the first three months, 225,000 
hides from South America 
against 75,000 in the same 
period of last year. 

Germany, in that period, has 
been importing about 25 per 
cent more from the Chinese 
market. This illustrates in 
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outside of shoes has had an impor- 
tant bearing on the supply. 

Stocks of sole leather in tanners’ 
hands in 1923 were 11,000,000 pieces. 
In 1926 there were only 2,800,000. 

Of side upper leather in 1923 
there were 3,750,000; there are now 
less than 2,000,000 sides. 

Figures of the Department of 
Commerce at Washington are sig- 
nificant as well as accurate. Here 
are the June 9 figures taken from 
their report on hides, skins and 
leather, as of April, 1927: These 
figures show the smaller amounts 
of stocks on hand or in transit as 
to the total of cattle hides during 
March and April, 1927, than were 
reported for April of last year: 
April, 1927, 3,160,840; March, 1927, 
3,471,302, as against 4,277,352 in 
April, 1926, with stocks disposed 
of during April, 1927, of 1,526,465. 
This included domestic-packer; do- 
mestic-other-than-packer; foreign 
(not including foreign tanned). 
Of sole in all hands the total 
of stocks on hand or in transit— 

of cattle—sole (backs, bends and 





in leather should work out about 
50 cents a pair in $8 shoes. 
For the past three or four 
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sides) were: 3,348,295 in April, 
1927; 3,364,268 in March, 1927, 
as against 5,565,248 in April, 
1926. In upper leather—cattle 
(including kip side) total sides 
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years the world has been con- 
suming more leather than it has 
been tanning hides. The differ- 
ence has been taken out of the 1414-1454 14 
supplies of finished leather on 10% 
hand, which were very large. 14 


—April, 1927, 4,356,612; March, 
1927, 4,492,272, as against 5,303,- 
846 in April, 1926. Other leath- 
ers are expected to react in sym- 
pathy with the rising prices of 
cattle hides, due to the world 
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Taking all kinds of leather to- 
gether, there was probably not 
more than a couple of months’ 
supply available at the end of 
1926, whereas, formerly there 
were four to six months’ supply at 
hand; in other words, we have a 
shortage of hide supply, relative to 
the actual, growing demand for 
leather, with no leather to feed this 
demand, except as it is produced. 

The advance in Side Upper 
Leather is 20 per cent. The im- 
portance of Side Upper Leather in 
shoes is indicated by calculations 
showing that 44 per cent of the 
footage of Upper Leather was made 
from Cattle Hides (Side Upper). 

There is no surplus supplies of 
hides anywhere in the whole world. 
Consequently, as the whole world is 
trying to get more hides, the price 
is of necessity raised. It is a per- 
fectly logical and clear sequence 
of events in a world market—one 
step after another. 

The market “is caught up,” as the 
leather men express it. The figures 
of the packers show that they are 
sold up thirty days ahead, whereas 
in former years there was usually 
an accumulation of half a million 
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part how the world, as a 
whole, is seeking increased 
amounts of hides from every 
section of the globe. 

In 1926 there were approxi- 
mately 22,500,000 hides used 
up in the form of leather in 
this country, and only about 
20,500,000 were available from 
visible supply, take-off and 
imports, worked in. 

Increased usage of leather 
by the world fer many articles 
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Young Men and Old 


A Commencement Essay to the Beginners in 
Business and to Their Elders 


By Joun SLATER 


Who is better qualified to speak on the opportunities for 
a young man in the shoe trade than John Slater, dean 
of the shoe trade, known, loved and respected by shoe 
men all over the country? Mr. Slater has spent all of 
his life in the shoe trade, entering the retail store of 
his uncles in New York shortly after coming to this 
country from England. Eventually he became head of 
the well-known house of J. and J. Slater. That he prac- 
tices what he preaches is evidenced by the fact that his 
son, Harold Slater, is following in his father’s footsteps. 


AS the shoe business a place for young 
H men? Why don’t they choose it? Your 

questions give me a very great pleasure, 
indeed, for they bring to me a subject very amaz- 
ing and very dear. 

The apathy on the part of the young man is 
quite understandable—but the apathy and neglect 
of the young man by the business men of our 
vast industry comes near to being an enigma. 

Mind you I do not fully blame the latter as 
a whole—but I do feel that only the far seeing 
separate enterprises, those that will be the powers 
of the future, realize that they need youth far 
more than youth needs them, and are already 
seeking them. 

Unfortunately there is not the gripping tense- 
ness of the dramatical financial rises and falls 
that characterize other enterprises and that are 
so dear to the imaginations of the younger men 
—that allure and enchant them with the idea of 
entering the contest—but there is drama—drama 
on every side of us—but it goes unsung. 





Constant changes are gradually remolding the 
contour of our trade—till shortly we will hardly 
recognize the older picture. 

Realizing that we have not the aid of enlistment 
propaganda to augment our ranks we must make 
a special appeal. That of course is common sense. 

The younger men who spurn offhandedly the 
opportunities in our trade, who blithely sink 
themselves in the offices of the cities—where they 
meet others of their social level—do so ignorant of 
the wide areas open to progressive shoemen, areas 
that have been seeded—but areas that have not 
been weeded. This we must tell them. 

We of the business must realize that the young 
mind coming out of college, coming out of a 
sphere of well dressed affluence, is absolutely in- 
tolerant of the manual experience that it must go 
through to lay the proper foundation for its 
future understanding and success. 

The young mind must be encouraged to realize 
the terrible necessity of knowing the why and the 
wherefore. 

In his turn the younger man must be tolerant 
of us—and there is the keynote—a mutual lessen- 
ing of intolerance will make a healthy understand- 
ing. 

Again, we of the business are to blame for the 
apathy on the part of the younger men who 
through necessity commenced work at an early 
age. How can they long maintain an enthusiasm 
or love for their work if the superiors of their 
business are loudly lamenting the fate of their 
being of the shoe business ? 

Let’s try a little introspection and we may find 
that those who lament the loudest are prompted, 
not because of their association with the shoe 
trade, but because of their own past and unrec- 
ognized opportunities, or because of the success of 
others. 

Other industries have long since recognized the 
necessity of coordination and cooperation—the 
idea of success for all branches—the far seeing 
clarity of youth’s vision will assuredly produce 
changes, for it is restless, seeking, unsatisfied. 

That is progress. 

Paint a picture of harmony. Create the feel- 
ing of pride in the article we are giving to the 
world—be enthusiastic in the surmounting of your 
difficulties—let the young man feel that he has 
contributed his bit—and you will find him taking 
a deep interest in the business and making un- 
expected and important contributions to it. 
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Getting More Shoes Sold Righi 


The Color Flop 


VERYTHING contributed to the unkind treat- 
ment of the light colors in footwear. To be- 
gin with, shoes held over from last year with the 
hope of bringing them in on the new flood of color, 
had the reverse effect. They became a drag on the 
color movement. The very unseasonable and un- 
favorable weather followed in the months logically 
colorful. 

Unless it was stimulated by good big, sizable 
PM’s they couldn’t move the shoes. One store 
gave a $1 PM on shoes selling up to $6; a $2 PM 
on shoes of $8 and $3 on shoes above $11; anything 
to move the goods. It did! 

Now they may all be wrong. Midsummer may 
develop a demand for colors, but merchandising 
practice has taught most men to get away from 
unwanted merchandise early in the game. It was 
unfortunate that the entire trade should have 
picked a wrong bet. The open work, Deauville 
sandal, swept into the cheaper grade shoes as the 
surprise number of the season and is selling freely. 
What effect will they have on typical sport type 
shoes. 

The gamble in footwear never was more uncer- 
tain. Perhaps it is the reason for the mid-summer 
rush to blacks. The most inconsistent thing in the 
world is woman in her style demands. Blazing 
hot weather and tight, airless shoes. If that’s what 
they want, give it to the sweet dears. You can 
never tell their tastes. But many women of style 
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distinction are going into white with and without 
the little complimentary touch of high color. 

A lesson, if one is needed, is closer contact with 
the fashion world. Talk to women, learn what 
their interests are in. clothes, study, if you will, 
with great care, the relation of garments and their 
colors for the coming season. Read everything 
that you possibly can on women’s clothes. 

Give a careful reading to the presentation of 
garments and shoes in this issue. The garment 
information comes to us direct from Paris through 
the cooperation of the Dry Goods Economist, an 
affiliated publication. There is a world of merit in 
studying carefully what women are interested in in 
colors, fabrics, furs and trimmings. The garment 
trades cannot predict six and eight months in ad- 
vance, but yet, that effort is made in the shoe trade. 

In June we give the first authentic color feeling 
from Paris on women’s dresses for the coming fall 
season. In July the actual American interpreta- 
tions are made. Therefore, in July and August 
study everything you possibly can on fall garments. 
You will find a well selected summary of fashions 
for women in the RECORDER in July and August, 
for the one definite reason of giving you guide 
posts on which to place your shoe selections for 
September and October. 


Train "Em Young 


HERE is a vital need for a more wholesome 

outlook on the shoe business being a man’s rea! 
profession. We have no patience with the people 
within the trade who consider it a hopeless indus- 
try. There is opportunity in the shoe business. 
There are examples of exceptional opportunities. 
There are some sizable fortunes being made in the 
shoe business, and on the other hand, there are 
some horrible losses. 

Meanwhile, there is a livelihood in it for many 
thousands of people. It is a good business, and it 
is about time we changed the morale of the trade. 
One of the leaders in the industry paints a real pic- 
ture of an opportunity in the shoe business in this 
issue. 

Let us not forget the man at the fitting stool. 
He is the beginner at the profession of shoe fitting. 
He needs every pdssible help to make him more pro- 
ficient. We hope that every shoe man in this coun- 
try will read this letter from F. M. Stevens, 
treasurer of the Southeastern Shoe Retailers’ Asso- 
ciation, who is one of the far-thinking merchants 
of Atlanta, Ga. 

“Every store can increase business by hav- 
ing a better trained salesforce, so I would like 
to see conventions give this subject its due 
consideration—‘Making Salesmen out of Sales- 
people.’ It is of such importance as to war- 
rant a place on every program. 
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“Half the taste of the ‘grapefruit’ is in the 
way that it served. If the person selling shoes 
is fully informed about the merchandise that 
he is handling and has a background of in- 
telligent information and is capable of think- 
ing clearly, he can make his ‘grapefruit’ or 
sales taste like nectar. 

“A real salesperson must stay two steps 
ahead of the customer. Salesmanship is only 
suggestion. It is not driving or browbeating 
a customer. It is the intelligent selection of 
the right shoe to the right foot and costume. 
That is real service to the maker of the shoe, 
the wearer and the store. It is saddening to 
see a lot of sleek haired sheiks disdainfully 
handing out shoes with the air that they are 
conferring a great honor on the customers by 
waiting on them.” 


Think for Your Location 


ERCHANTS who find themselves overloaded 
with unsalable shoes are apt to resort to the 
age-old alibi of saying “They told us to buy this 
and that and the other. 
We took their advice 
and see what it has 
done to us.” 

Who was it that told 
them to do all these 
things? The traveling 
salesman, the manufac- 
turer, the tanner, or 
their local trade? Was 
it the women of the 
community, the men 
folk or someone with 
an axe to grind? 

Did they go to some 
convention and_ style 
show and run wild in 
sample rooms? Was 
their buying influenced 
by “entertainment’’? 
Did their usual level- 
headedness take _ to 
flight under the inspira- 
tion of jazz music and 
beautiful models? 

Why do people allow 
someone else to do their 
thinking for them? 
Why do they allow the 
opinions and recom- ~ 
mendations of others to 
sway them? It is not 
a very flattering com- 
mentary on the busi- 
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The ‘Reason Why 


WETHERHOLD & METZGER 
Allentown, Pa. 


Where is the man or woman who can afford to 
journey through life without keeping continually in- 
formed through the public press and through the It 
medium of good books and magazines? 

Every good retailer recognizes that scientific shoe 
selling has many perplexing problems these days. 
Therefore, what medium can present to him every 
week a greater source of information than the Boot 


Is there a shoe merchant who fails to read the 
daily newspaper? And surely the Boot AND SHOE 
RECORDER is the weekly newspaper of the shoe busi- 


Sincerely yours, 


(Signed) OWEN W. METZGER. 


Whether a man is buying securities, real estate or 
shoes he must have some background of knowledge 
if he is to buy wisely and well. 

The term element of risk has more significance 
for the buyer today than ever before. 

Mr. Metzger, in common with most other success- 
ful shoe merchants, realizes the economic service 


that is being rendered the trade by the Recorder 


We appreciate his expressions of appreciation. 
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buyer when he admits that someone else guided his 
buying. 


What Good Ratings ? 


SHOE merchant complained that he was not 

getting a fair deal from certain manufactur- 
ers in that they turned down his mail orders with- 
out investigation of his credit. “Have you made 
a report to the credit agencies?” he was asked. 
“No, I have not. I do not think they have any 
right to demand from me a detailed account of my 
business actions. It is none of their business how 
I conduct my business.” What a mistaken idea for 
a modern merchant to have. The credit agencies 
are the best friends a well-rated, prompt-paying, 
honorable business man can have. The books they 
issue for the guidance of manufacturers are aids 
in getting quick action and prompt shipment of 
immediate orders. 

Investigation of a merchant’s credit is a matter 
of considerable time and research. Orders sent 
with a request for at once shipment cannot be held 
until such investigations are completed. The 
rating accorded to mer- 
chants in the books is 
made from all available 
information. If it in- 
dicates poor credit or 
slow pay the manufac- 
turer can do nothing 
more than turn the or- 
der down. 
so happens that 
the merchant in this 
case is given a blank 
rating in the reference 
books because he de- 
clines to give the agen- 
cies any reports. Al- 
though he is a prompt 
payer, a discounter in 
many instances, his 
rating, or absence of 
rating, causes the man- 
ufacturers to look ask- 
ance at his orders for 
quick shipment. This 
is especially true of 
manufacturers he has 
never before done busi- 
ness with. Just a lit- 
tle bit of stubbornness 
or misunderstanding 
often causes inconve- 
niences to a_ business 
man. It is better to 
give information frank- 
ly and freely. 
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Styles—Merchandising Conference—Fun 


committees in charge of the Boston Shoe and 
Leather Fair, it is not apparent in their last- 
minute announcements to the trade. 

From the moment the show opens at the Hotel 
Statler, on July 5, until its close the night of July 
7, there will be action every minute. Lavish as the 
entertainment program is, it is almost outdone by 
the program of those in charge of the educational 
end of the show. 

The ballroom and the ballroom foyer of the big 
hotel have been set aside for the use of exhibitors— 
shoe manufacturers in the ballroom and the allied 
trades, leather manufacturers, etc., in the foyer. 
Elaborate decorations have been planned—in keep- 
ing with the interior architecture of the rooms 
housing them. 

Sample rooms have been allotted to exhibitors on 
the fourth, fifth and sixth floors of the hotel, most 
of them, however, being on the fourth, which has 
been turned over entirely to the fair management 
by the management of the hotel. 

Summarized, the show is divided into four parts 
—exhibits, revue, merchandising conference and 


I: anything has been left undone by the numerous 





T. A. Delany (right), as chairman of the Hospitality 

Committee, extends the welcoming hand to D. F. 

Sullivan, president of the Massachusetts Retail Shoe 
Merchants’ Association 
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entertainment. A complete and well rounded show. 

The exhibits have been designed to show what will be 
good for early fall seling. Footwear will be shown in 
the ballroom, and the allied trades, chief of which will 
be the leather manufacturers, will be housed in the 
foyer, adjoining the ballroom. 


Exhibition Space All Sold 


In the ballroom there will be booth exhibits and table 
exhibits, these latter somewhat smaller in size than the 
booths. The booths will be placed under the gallery, 
along the sides of the long room. The table exhibits 
will be ranged back to back down the center of the 
room. In this room alone there are twenty-one good- 
sized booths and sev- 
enty-two tables—every 
one taken by some shoe 
manufacturer. 

In the foyer will be 
forty-two booths and no 
table exhibits in the 
center of the room, 
leaving ample space in 
which to get from one 
room to the other. 


Theatrical Revue Every 
Day 


As advertised, the 
famous John Murray 
Anderson organization 
of New York City has 
been engaged to stage 
a revue twice a day 
during the period of 
the fair. Various 
clever vaudeville actors 
and actresses have been 
given the job of build- 
ing up a series of nov- 
elty sketches under the 
general title of ““Danc- 
ing Shoes.” These 
performances will be 
given on the big stage 
in the ballroom, which 
is equipped with all the regulation lighting effects and 
which can be arranged to accommodate the same kind of 
scenery used in the highest grade theatrical productions. 


Here Comes the Band 


The first performance will be given at 3.30 p. m. on 
the opening day; the second at 8.30 that evening. Per- 
formances will be given at the same time on the second 
and third days also. Between times there will be band 
concerts by the Stetson Shoe Band, loaned for the occa- 
sion by the Stetson Shoe Co. And, incidentally, this 
band is way out of the amateur class, as it has been 
chosen to accompany American Legion delegates to the 
Paris convention this summer. 


How To Sell ’Em After You Get ’Em 


Still another good show will be that put on by the 
Stetson style troupe in the Georgian room of the hotel, 
on the same floor as the ballroom. This Stetson style 
revue has come to be a regular part of every Boston fair 
and this year will be better than ever—and different. 
There will be six presentations of this revue, starting 
each afternoon and evening just after the close of the 
John Murray Anderson revue. 

Now for the merchandising conference, whose backers 
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Paul O. MacBride, who, assisted by Charles T. Heald, is responsible 
for the entertainment features of the fair 
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have been hard at work for several weeks, lining up 
their program, getting the best men they could find to 
fill that program and making arrangements which guar- 
antee every attending merchant the pleasant surprise of 
his life. 

This conference will be held Wednesday, the second 
day of the fair, and in the chair will be D. F. Sullivan 
of Fall River, Mass., president of the Massachusetts 
Retail Shoe Merchants’ Association, under whose au- 
spices the conference is being held. The complete pro- 
gram of the conference tells the story better than we 
can hope to. Here it is: 


You Really Should Play Golf 


Thursday will un- 
doubtedly be the red- 
letter day of the fair. 
On the program and in 
the announcements sent 
out by the committee 
in charge, headed by 
William H. Larkin, it 
is known as Country 
Club Day. 

Metropolitan Boston 
is fairly riddled with 
holes designed to ac- 
commodate from four 
to eight golf balls each. 

Enthusiastic niblick 
wielders will be taken 
on a tour of any or all 
of these courses. They 
will be allowed complete 
freedom of speech after 
each shot. All alibis 
will be listened to at- 
tentively and laid be- 
fore the committee of 
the hole. And there 
will be a lot of prizes 
for all kinds of meri- 
torious acts, ranging 
all the way from jig- 
gling your partner’s 
ball with your toe so 
that it has a better lie to carelessly inserting a sharp 
pin in the leg of an opponent just as he tries a thirty- 
foot putt. 

Boston golf courses are famous, so bring your clubs 
and if you haven’t any, hold up some friend when you 
get to Boston and borrow a few dozen. 


And While All This Is Going On—Watch the Women 


The wives and daughters of shoe buyers, their women 
friends and the kiddies, will be entertained during the 
days of the Boston Shoe and Leather Fair, July 5-7, 
by a Women’s Hospitality Committee, of which Mrs. 
Buford H. Jones, wife of Buford H. Jones, president, 
is honorary chairman. Helen M. Haney, associate 
editor of the BooT AND SHOE RECORDER, is executive 
chairman. The remainder of this committee, so far 
named, consists of the following ladies: 

Mrs. Everett Bradley, Mrs. A. F. Bancroft, Mrs. Wil- 
liam H. Bresnahan, Mrs. Thomas F. Anderson and Miss 
Margaret J. Monahan, Associate Editor of The Shoe 
Retailer. 

The program for the entertainment of the visiting 
ladies is now well in hand. With luncheons, dinners, 
theatre parties, a trip to the North Shore or to Lexing- 
ton, Concord and Cambridge, the days of July 5-7 will 
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be one round of pleasure from 10 a.m. to 10 p.m. The 
idea of entertaining the buyers’ women folks while the 
buyers themselves were busy with trade affairs, or 
being entertained, proved so successful that it has been 
a “repeat” affair. This year all plans point to “the best 
time ever.” This year, as in past years, there will 
doubtless be a number of women’s shoe and hosiery 
buyers who will avail themselves of the various events 
on the interesting schedule of the day-time and evening- 
time feminine “fun-fest.” The important point in the 
whole procedure is to REGISTER. The buyer may register 
for his wife or daughter and children; but the commit- 
tee would prefer that the lady herself register and state 
in what events she intends to participate. For instance, 
it is important that the committee know how many will 
attend the luncheons or dinners, or auto trips, so that 
the necessary reservations may be made. The Women’s 
Hospitality Registration Booth will be located in a 
prominent place near the Shoe Fair entrance at the 
Statler, and on the very first day, at 10 a. m., regis- 
trations of the visiting ladies are requested. 

The slogan of the Women’s Hospitality Committee is 
“Let’s Get Better Acquainted with the Women Folks of 
the Shoe World.” 

Already advices from the West and South are to the 
effect that many men buyers intend to bring the women 
members of their families with them. The committee 
hopes to hear that more are coming with their wives, 
grown-up daughters and children, so that the Women’s 
Hospitality Committee will be kept busy every single 
minute seeing to it that every member of a very large 
party has “a grand and glorious time” at the Boston 
Shoe and Leather Fair, at the new and magnificent 
Hotel Statler, July 5-7, 1927. 


Walk-Over Dealers To Have Convention at Campello 


Another time-honored event associated with fair week 
in Boston will be the annual gathering of the clans at 


Campello in the plant of the George E. Keith Co. Here 
the Walk-Over Dealers’ Association will listen to ad- 
dresses pertaining to the better merchandising of foot- 
wear in general and the better merchandising of the 
Walk-Over line in particular. 

The detailed program of the fair is as follows: 


Opening Session 


ADDRESS OF WELCOME, Hon. Malcolm B. Nichols, 
Mayor of Boston. 


June 25, 1927 


Registration of visiting buyers 
is in the hands of Ernest D. 
Haseltine 





Response 


PRESIDENT, Daniel F. Sullivan, of Fall River, Mass. 
Address 


NEW ENGLAND INDUSTRIES, Joseph C. Kimball, Bos 
ton. Associated Industries of Massachusetts, and New 
England Council. 

Address 

THE NEW ENGLAND SHOE MANUFACTURING IN- 
DUSTRY, Alfred S. Donovan, President, New England 
Shoe and Leather Association. 


Address 


“GET YOUR PROFIT,” A. H. Gueting, Philadelphia, Presi- 
dent, National Shoe Retailers Association. 


Address 
MODERN MERCHANDISING METHODS, Professo: 
Wayland .E. Freeland, Massachusetts Institute of 
Technology. 


LUNCHEON SERVED IN MEETING ROOM, 1 TO 2 


During luncheon session 10 minutes’ talk on present Retail 
Shoe Conditions and outlook for last half of 1927. 
Fred Purington, President, Maine Retail Shoe Merchants 


Association. 
B. J. Boynton, President, Vermont Retail Shoe Merchants 


Association. 

Frank Ballou, Jr., President, Rhode Island Retail Shoe 
Merchants Association. 

Sydney Stokes, President, Connecticut Retail Shoe Mer- 
chants Association. 

George A. Place, President, New Hampshire Retail Shoe 
Merchants Association. 


MERCHANDISING AND PUBLICITY, Louis E. Kirstein, 
William Filene’s Sons Co., Boston. 
Address 


A NATIONAL SURVEY OF SHOE TRADE CONDI- 
TIONS, Henry W. Cook, Syracuse, President, National 
Boot and Shoe Manufacturers Association. 


OPEN FORUM 


Round Table discussion of Women’s Styles. 
Round Table discussion of Men’s Styles, under direction of 
Jesse Adler, of Adler Shoe Co. of New York. 


TUESDAY, JULY 5 


2.00 P.M. Displays in Ballroom and Foyer open for in 
spection. 
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3.30 P.M. Premier presentation of John Murray Ander- 


son’s spectacle, “Dancing Shoes,” on Ball- 
room stage, especially arranged for the 
occasion. 


Concert by the Stetson Shoe Band, in Ball- 
room. 

Second presentation of “Dancing Shoes.” 

Exposition closes. 


WEDNESDAY, JULY 6 


Exposition opens. 


Opening session of Retail Shoe Dealers’ Con- 
vention, under the auspices of the Massa- 
chusetts Retail Shoe Merchants Association, 
Room “A,” Mezzanine Floor, Hotel Statler. 
All visiting retailers cordially invited. 


Special meeting of Directors, National Boot 
and Shoe Manufacturers’ Association, Hotel 
Statler. 


Concert in Ballroom by the. Stetson Shoe 


Band. 


Afternoon 
opens. 


session of Retailers’ Convention 


Right—A. F. 


3.30 P. 


8.30 P. 
10.30 P. 
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M. 
6.00 P. M. 


M. 
M. 


Bancroft, chairman of 


111 


, 


Presentation of “Dancing Shoes,” in Ballroom. 


Concert the Stetson Shoe 
Band. 


Presentation of “Dancing Shoes.” 


in Ballroom by 


Exposition closes. 


THURSDAY, JULY 7 

Exposition opens. 

Concert by the Stetson Shoe Band, in Ball- 
room, 

“Personally conducted” visits to various coun- 
try clubs of guests who have registered for 
this entertainment feature. Prizes to be 
offered for golf and other contests. 


Presentation of “Dancing Shoes,” in Ballroom. 


Concert by the Stetson Shoe Band, in Ball- 
room. 

Concluding presentation of “Dancing Shoes,” 
in Ballroom. 


1927 New England Shoe 
tion ends. 


and Leather Exposi- 


the Publicity Committee, snapped in 
a characteristic pose at his desk. 
He’s responsible for all the alluring 
literature which you have been re- 


ceiving 


Left—Buford H. Jones is the presi- 

dent of the association giving the fair. 

and, ex-officio, a member of all com- 
mittees 
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EXHIBITORS 


at the 
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BOSTON 
FAIR 




















































Shoe Manufacturers (Ballroom) 

























Display Sample Room Display Sample Room 

NAME Number Number NAME Number Number 
THOMAS G. PLANT Co. 47 405-407 WALL-STREETER SHOE Co. 77 566-568 
BLiss & PERRY Co. 48 433-445 ABBOTT SHOE Co. 78 418 
BANCROFT, WALKER Co. 49 582-584-586-588 WRIGHT-GOREVITZ-MCNAMARA 79 = 421 
THOMSON-CROOKER SHOE Co. 50 434 ERNEST D. HASELTINE Co. 80 501-503 
WATSON SHOES, INC. 51 442 RICKARD SHOE Co. 81 663-664-666-668 
GEO. E. KEITH Co. 52 435-437 MILFORD SHOE Co. 82 614-616-618 
BRADLEY-GOODRICH Co., INC. 538 562 THE MUNROE SHOE Co., INC. 83 409 
M. A. PACKARD Co. 54 416 BENDER SHOE Co. 84 598 
HERMAN E. LEwIs, INC. 55 36426 W. F. HooLey SHOE Co. 85 565-567 
THE FERN SHOE Co. 56 444 UNITY SHOE MFc. Co. 86 578 
WIsE & COOPER SHOE Co. 57 446 LIBERTY SHOE Co. 87 590 
E. T. WRIGHT & Co., INC. 58 435-438-440 DOVER SHOE Co. 88 570 
THE SPORTOCASIN Co. 59 8430 WASHINGTON SHOE Co. 89 W510 
MARKS-CHANDLER Co., Amesb’y 60 694 HERVEY E. GuPTILL Co. 90 510 
A. J. BATES Co. 61 422-423 CLARK SHOE Co. 91 525 
AULT-WILLIAMSON SHOE Co. 62 410 MERCHANTS SHOE Co. 92. 561 
CHURCHILL & ALDEN Co. 68 448 Grecory & ReaD Co. 93 601-603-605 
OLD COLONY SHOE Co. 64 449 Lewis A. CROSSETT Co. 94 408 
THE STETSON SHOE Co., INC. os 49 GORMAN, TARR & WATERHOUSE 95 433 
a ne wae, Se. SS 8 T. J. SULLIVAN*SHOE Co. 96 682-684 
Rowm Care & Sou, lve. elt Jos. F. CORCORAN SHOE Co. 97 665-667 
COLELLA & LEIGHTON SHOE Co. 68 662 ° M Horr Suen Co. 98 411-412-414 
RICHARDS & BRENNAN CoO. 69 425-427 
BRESNAHAN SHOE Co. 70 W516-W518-w514 | DIAMOND SHOE Co. s 
teen Same Co. 71 563-564 THOMPSON Bros. SHOE Co. 100 401-403 
THE Brown, Epwarps Co. 72 424 BROCKTON SHOE MFc. Co., INc. 101 548-550 
STONE-TARLOW Co., INC. 73 415 DOYLE SHOE Co. 102 489 
FIELD & FLINT Co. 74 500-502-504 A. M. CREIGHTON Co. 103 400 
COMMONWEALTH SHOE & L. Co. 75 441 KNIPE Bros., INC. 104 413 
EMERSON SHOE MF6. Co. 76 554-556 CENTRAL SHOE Co. 105 690 





ant >mtOot rite MwA BA 





36-668 
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Display 
Number 
106 
107 
108 
109 


NAME 
DUANE SHOE Co. 
MARLBORO SHOE Co. 
HowARD & FOSTER, INC. 
BOND SHOE Co. 


BOOT AND 


Sample Room 
Number 


670 
506-508 
406 
653 


SHOE RECORDER 


Number 
110 
111 
112 


NAME 
Ws. G. DODGE SHOE Co. 
CRISPIN SHOE Co. 
A. J. SWEET, INC. 
THE STETSON SHOE Co., INC. 





Allied Trades (In Foyer) 


NAME 
CARL E. SCHMIDT & Co., INC. 
PFISTER & VOGEL LEATHER Co. 
TOLMAN PRINT, INC. 
SHOE AND LEATHER REPORTER 
UNITED STATES RUBBER Co. 
BeGGs & Coss, INC. 
FRANK C. MEYER Co., INC. 
BRANDT LEATHER Co. 
G. LEvoR & Co. 
HILLIARD & MERRILL, INC. 
AUBURN RUBBER CoO. 
BECKWITH MANUFACTURING CO. 
J. EINSTEIN, INC. 
DRYING SYSTEMS, INC. 
F. C. DONOVAN, INC. 
THE GRIESS-PFLEGER TANNING Co. 
AVON SOLE Co. 
THE GILL PUBLICATIONS, INC. 
MODERN SHOEMAKING 
THE SHOE ForM Co. 
ARMSTRONG CORK Co. 
THE SHOE BUYER 
THE STANDARD KID Co. 
S. L. AGoos TANNING Co., INC. 
GOODYEAR TIRE & RUBBER Co. 
PANCO RUBBER Co. 


A pair of hard-working men have 
been fixing it so that every ex- 
hibitor will get his money's worth 
at the fair. At the right is Major 
Charles T. Cahill in charge of the 
arrangement of exhibits. On the 
other page is William H. Bresna- 
han, who has the job of assign- 
ing exhibit spaces and sample 
rooms 


Booth Number 


1 


_ 
eovoonounrn WS DD 


—_— 
tbo 


— ht 
oe 


NAME 
ALFRED HALE RUBBER CO. 
JOHN R. EvANS & Co. 
PULSIFER ORNAMENT Co. 
HYGRADE TANNING Co. 
CAMBRIDGE RUBBER Co. 
SILAS MUSLINER, INC. 
W. K. CHANDLER, INC. 
AMERICAN SHOEMAKING 
AMALGAMATED LEATHER Co’s, INC. 
OHIO LEATHER CORPORATION 
THAYER-Foss COMPANY 
BARNET LEATHER Co., INC. 
GRATON & KNIGHT Co. 
HuUNT-RANKIN LEATHER Co. 
ARNOF-LEVY Co. 
Kip LEATHER GROUP 
THE REYNOLDS Co. 
BARBOUR WELTING Co. 
McNICHOL & TAYLOR, INC. 
DUNBAR PATTERN CoO. 
THE SHOE RETAILER 
THE DALRYMPLE-DUDLEY Co. 
SPAULDING FIBRE Co., INC. 
UNITED SHOE MACHINERY CORPORATION 
BooT AND SHOE RECORDER 





113 


Display Sample Room 


Number 


678 

574 

764-766 
(Georgian Ballroom) 


Booth Number 
27 
28 
29 
30 
31 
32 
33 
34 
35 
36 
37 
38 
39-40 
41 


Room “C” 
42 
43 and 43A 
44 
45 
46 and 46A 
119 
120 and 120A 
121 and 121A 
122 and 122A 
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‘How to Meet Competition 


Is Principal Topic of Discussion 


at Illinois Convention 


evil, yet, my friends, | 





ERCHANTS 
representing all 
sections of the 


State were present for 
the opening of the an- 
nual convention Monday 
noon of the Illinois Shoe 
Retailers’ Association, 
held at the Hotel Wol- 
ford, Danville, Ill., 
where 86 lines of shoes 
were on display. This 
convention is also a 
great testimonial to 
Frank P. Meyer, who as 
general chairman made 


“It is an easy matter to overcome the chain store com- 
petition if we will concentrate and make our stores 
headquarters for well advertised and widely known foot- 
wear. Everybody doesn’t want shoes at $5 or $6 or even 
$3. Everybody does, I think, want dependability. They 
want a full dollar’s worth for the money they spend. 
National advertising helps buy that confidence. 
we will make friends with our customers, get to know 
them and to call them by their first name we need not 
worry about chain store competition. 
brought this out very carefully in his article entitled 
‘The Curse of Shoe Trade and How to Remove It,’ on 
page 20 and 21 in the June 11 issue of the Boot anp 
SHOE Recorper.”—W. J. Crawrorp. 


Mr. Geuting has 


think this is anything 
but an evil. Today a 
retailer can in a ver) 
short while become a 
specialist for either 
High Style Footwear, 
Corrective Footwear 01 
Juvenile Footwear and 
do as much business on 
half the investment in 
any of these types as if 
he carried a_ genera! 
stock catering to every- 
body. 

“Fast styles are not 
hazardous if merchan- 


Then if 





good his promise that 
when his home town had 
sufficient hotel accommodations he 
would be host. And the gang’s all 
here. 

The entertainment got under way 
Sunday evening when the travelers 
were entertained at dinner by Presi- 
dent W. J. Crawford, ably assisted 
by Frank P. Meyer. By noon Mon- 
day the State was well represented 
by retailers from all parts, when the 
convention opened with a luncheon 
meeting that filled the big banquet 
hall. President W. J. Crawford pre- 
sided. The Mayor, Henry Hulce, 
was present to back Frank Meyers’ 
promise that the town was theirs for 
one gathering of the craft that 
would not soon be forgotten. 

Lysle Abbott of Peoria spoke on 
the subject of “Buying Footwear,” 
in which he urged merchants to 
study their customers’ needs for 
price, style, proper display and ser- 
vice and, while being up-to-date, to 
avoid extremes. 

“The flapper type,” he said, “does 
not dominate your town or business 
and most women even today wear 
their skirts medium length and not 
to the knees.” He drew from his 
long experience examples and prin- 
ciples for wise merchandising that 
yields a profit, the gist of his advice 
being to “know your business, know 
your customers and render the kind 
of service they want and are willing 
to pay for.” 

Paul S. Kuehn of South Bend, 
Ind., and nationally known for his 
success as a shoe merchant, next 
spoke on “Shoes and Feet.” He said: 

“Feet come to us nearly 100 per 


cent perfect—that is, before they 
begin wearing shoes and stockings. 
Later on they become as different as 
our faces, not only in shapes and 
sizes but also in temperaments, and 
should be fitted accordingly. There- 
fore, as merchants who would be 
successful, we must study our busi- 
ness of proper fitting of feet with 
shoes and stockings. This calls for 
analysis and study of the feet and 
their different types. With this 
knowledge as a base, we shoe mer- 
chants should keep in mind other 
factors that go far toward making 
a business profitable, among which 
are careful training of your clerks. 
Be on the job yourself at the front 
door part of the day to personally 
get acquainted with your customers. 
Proportion your merchandising ef- 
forts 75 per cent on style to 25 per 
cent on service. Buy right and in 
accord with your sales records for 
sizes and widths. Study style trends 
and your customers’ wants and 
yours wi'l be both an interesting and 
a profitable business.” 


N his annual address, President 

Crawford, in reviewing some of 
the problems of the shoe trade, said 
in part: 

“Babson in a recent talk before 
the - manufacturers’ association 
pleaded with them to create ways 
and means to help the smaller re- 
tailer. If the present system of dis- 
tribution is to continue the manu- 
facturer has got to help the retailer 
in the distribution’ of merchandise. 

“Style changes is another so-called 


dised quickly. More 
profit can be made in them and more 
satisfactory business all the way 
around. 

“In the operation of my stores and 
departments we have made man) 
changes within the past four years. 
The total stock on hand at each store 
will run less than two-thirds what 
it was three or four years ago. This 
has increased our administration 
expense considerab!y in the employ- 
ment of office help; however, we 
know exactly every day what the 
status of every shoe on our shelf is. 
If we will budget our buying and 
know what our possible selling is 
every week in the year, then buy 
against that, we will have accom- 
plished much in cutting down de- 
preciation. This can best be don 
by placing a maximum and minimum 
on the amount of stock carried, 
watching the maximum carefully.” 


6 FEW Observations” of mer- 
A chandising tendencies which 
are shifting the shoe business upon 
the higher road, and the benefits of 
a rising market, was the subject of 
B. €. Bowen of the BooT AND SHOE 
RECORDER. Tuesday’s luncheon meet- 
ing resulted in the following officers 
being elected: Frank P. Meyer, 
president; John Rogers of Blooming- 
ton, first vice-president; W. A. An- 
derson of Galesburg, second vice- 
president; Rudolph Suber of Peoria, 
secretary-treasurer; and the follow- 
ing new directors: W. J. Crawford 
of Peoria, W. E. Wagner of Aurora, 
Henry Driggs of Rock Island, and 
Joe Lewis of Joliet. 
[CONTINUED ON PAGE 169 | 
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rESS 


mevicas 
answer in 


CKNOWLEDGMENT of the fact that 
A fash:on originates in Paris, is here coupled 

with the more important fact that, let the 
dress motif be what it may, the complementary 
shoe is always American-made. The ability to 
translate a French feeling for style into American 
footwear is making it possible for merchants 
everywhere to give a complete link-up of dress 
and shoes in material, color and pattern. 
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RES says in 


NDICATIVE of the direction to which new fashions 

tend, the Boor aANp SHOE REcorRDER presents: fall 
fashions from Paris, upon which are based American 
dress motifs. These costumes, direct importations by the 
Dry Goons Economist, our sister publication, illustrate 
what a shoe merchant should know about fash‘ons to help 
him in his buying for fall. The vogue for gray in Paris, 
sponsored by Lelong, is illustrated by this four piece 
sports ensemble, consisting of skirt and seven-eighths 
length coat of gray kashatella. The long sleeve pull- 
on and knitted fabric cardigan, are of three shades of 
gray in the cloth, and the full collar is in shaded gray. 
Gray suede and calf are shown in the shoes she wears. 
The young lady in the fur collared coat by Brandt illus- 
trates the sun burst treatment in decorated sides and 
sleeves in rosewood kasha. Everything in the dress is in 








straight lines. The wide shawl collar has two tones of 
brown fur. The shoes in beige and brown carry the 
stream line effect as in the coat. 























Real snakeskin has enough gray 
in tt to make this patent 
trimmed oxford an outstanding 
new number for Fall. The 
second shoe shown illustrates a 
new pattern development in 
brown Borneo calf trimming 
over a sandalwood calf vamp 
and quarter 
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and. answer inn 














UR is the new influence in feminine fashions for Fall. 
t The novelty last season was the unborn calfskin. 
Vionnet of Paris creates this sports coat for the fall races. 
The fur scarf is of gray shaved lamb. The cloth of the 
coat is in dull gray, and the harmony of the hat, coat and 
shoes, in two tones, is the distinctive feature of this cos- 
tume. Notice the shoes: the outside quarter panel is of 
gray over gray kid vamp, whereas the inside quarter panel 
is of simple gray k dskin. The twist from one material 
to the other is made at the throat. Fur as a trimming for 
shoes is not recommended, but the colors in shoes will de- 
pend largely upon the colors of fur in coats. There is a 
new angle in shoe harmony—for the simple |ittle shoe to 
bear a relationship to the color and design of the coat and 
its fur trimming. 

















UNMETAL kid is the outstanding novelty leather 

for the coming fall season. It takes the place of the 
gray tones in shoe leather, because gray has never been a 
popular fall material. The shoe as shown on the left has 
gray snakeskin heel and strap. Note how the tab comes 
up from the heel to the one strap. The overlapping tab 
end is one of the tricky features of s:mplified fall pat- 
terns. The pump is conspicuous for fall. After a strong 
season of pumps in plain patent leather, there is a possi- 
bility of developing two-tone effects, particularly through 
the use of patent leather combined with black lizard or 
mottled lizard or lustre lizard. The lizard and fine reptile 
grains are kept exclusively in the dress shoe field, leaving 
to alligator and the rougher grains the sport and semi- 
sport field. 
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HE young miss of fashion is locking forward to the 

fall for the opportunity she has to get into more vivid 
style coats. Jenny of Paris has created this coat in seven- 
eighths length, the texture of which is a loose basket 
weave fabric in beige, flecked with blue and black. The 
coat is closed in a double breasted manner and is trimmed 
with snakeskin and lynx. The beige and softer colors of 
brown are being introduced in coats and dresses for fall, 
because Paris cannot see only a black and dark brown 
season ahead, for such a sombre outlook would be limiting 
business at retail. The jungle leathers as trimmings on 
coats are particularly fashionable. The appliques of self 
fabric, stitched all around, together with the overlays of 
snakeskin, are new features in coats and dresses which 
are meeting with the approval of Paris. 























HEAVY imprint lizard effect is obtained on calfskin 

for this one strap shown on the right, the new feature 
of which is the creases of kid leather cut in geometr:c 
form to soften the length and width of the vamp. There 
is a diamond patch on the toe, following the interest of 
Paris in diamond ornamentation on dresses, coats, hats 
and footwear. This is a season of lines and angles. The 
diamond motif is a significant, small detail, but straight 
lines and sharp angles are very important in dresses and 
may have their place in footwear to keep in harmony. 
There is no one shoe that is so consistently a favorite as 
the colonial pattern that reappears about every third year. 
Its possibilities this season are greater than ever before, 
because the vogue of metal in dresses has gone far beyond 
the point of embroideries and brocades. Dresses them- 
selves have metal effects in buckles, slides and real or 
simulated jewelry. Some of the clever effects obtained in 
buckles today utilize a slide of gun metal calf with a high 
lustre to it that gives all the appearance of metal. The 
buckle itself may be bound in leather or in metal. This 
simple, classical colon:al is a safe number in any good 














store for fall. 
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The scroll is the important 
decoration in dresses for 
Fall. Note the oxford with 
its calico vamp and its opa- 
lescent scroll appliqué on the 
quarter. The double dia- 
mond on the side of the 
patent leather shoe dupli- 
cates a double diamond on 
the toe. The trimmings are 
bound in silver kid and the 
centers are of real lizard 


























RAVEL, the Frenchman says, warrants a complete 

and special outfit. The young lady with the cane is 
wearing a tan, homespun coat in shawl style, exploiting a 
double breasted effect with two buttons. It is by Vionnet 
and illustrates how black and brown can be combined in 
a coat most effectively. The black coat with its decorated 
lines is of black satin featuring an interest in wide ribbon 
fabric. The fur fabric simulates broadtail. It just goes 
to show that the Frenchman knows how to use a diversity 
of materials in women’s apparel. In the coats here shown 
practically every material and color is used as having a 
proper place in the scheme of feminine dress. In like 
manner, shoes have got to fit in with dresses and coats 
and color schemes. We may be following the French in 
the proper selection of colors, but it is a step in the right 
direction of getting more pairs sold right when they are 
in proper harmony. 
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OR the veteran shoe man it seems a complicated thing 

to be conversant with what is going on in the dress 
world, and at the same time keeping abreast with every 
new development in shoes. The two divisions of infor- 
mation are very important. The past season has shown 
clearly why it is of paramount necessity for the shoe man 
to be fashion wise. We now consider the smartest dresses 
out of Paris and what their particular significance is to- 
ward footwear. The tailored treatment was introduced 
for spring in the shape of tailored suits, meaning coat and 
skirt in two pieces. The tailored treatment for fall has 
been developed by Renee to emphasize the simple, straight 
lines in smart, feminine dress. We see a black, sheer silk 
dress, relieved with touches of flesh chiffon. The skirt 
has fine plaits around the hem. The shoe in satin illus- 
trated below carried out that plaiting effect. 


























Tepe mmetg in heels are out of the picture. 14 and 
16/8 heels now come into the style game for daytime 
shoes. The extremely high heel and its elaborate treat- 
ment is left for evening wear. One of the outstanding 
new theories in the merchandising of shoes is to show to 
a woman three distinctive types of shoes, having three 
elevations of heels. One New York store has had a re- 
markable success in selling three of a kind at one sitting— 
the 14/8 heel for morning and shopping wear; the 16/8 
for afternoon wear and the 18/8 for evening wear. The 
one-strap shown herewith is of fancy gunmetal luster 
figured with an airplane design below the strap. The 
second number is of black satin with silver bound plaits. 
A greater interest this season in satin is to be noted. 

When you have satin look for suede and vice versa. 
Here is a sporty stream line effect with iridescent patent 
leather binding. These three unusual shoes show possi- 
bilities for the coming season. 
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DISTINCTIVE blue color is being developed by 

Paris for Fall. It is a livelier shade of royal blue 
than any previously exploited. This dress by Renee is in 
blue crepe, trimmed with white. On the side note the 
tassel decoration of fabric folds. The plaits in the skirt 
give the necessary side fullness and the new smart, ir- 
regular hem. Notice how simple in design the Paris dress 
is in the hands of a real artist. Whatever decoration there 
may be has a definite place and is not an afterthought. 
The same necessity for making design in footwear play 
an important part in the correctness of the shoe is war- 
ranted by this new beauty in women’s dresses. There are 
many two piece effects featured by the important French 
dressmakers, but they are principally for sports costume. 

















HE color conference said that straps would widen as 

the season progresses. The majority of shoe men 
favored the wide strap as a Fall shoe number, because it 
gives a band of sport to the foot. In the wide one-strap 
here shown, three materials have their place, patent 
leather vamp, suede quarter, snakeskin heel and buckle 
bound in the same material. 

Why should pumps be always plain and simple? Here 
we illustrate how a simple pump can be brightened up by 
side panels of fancy and decorative leathers. Here is a 
gunmetal luster calf shoe with a luster lizard insert. 

The simple brown suede three eyelet effect for Fall as 
shown in this third shoe is designed for football season 


wear. 
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What RES says in IDIRESS 


And America’s Answer In Shoes 





























VENING wear is very strongly metallized. All of 

the new fabrics for evening wear are brightened by 
metallic lustre laces and ornate fabrics in gold and silver 
threads. The lace makers have learned how to make 
beautiful effects with metallic brilliancy design. The dress 
on the left by Chanel of Paris is smartly developed in 
navy blue base color with the corn flower design in silver 
on the lace. The corn flowers are shown in the fancy lace man, 
bow on her left shoulder. Note, also, the addition of the _ 
tailored lace belt. Silver kid one straps are worn by both pews 
of these young ladies. Another dress by Chanel is of Shoe 
cream lace, highly decorated with a jewelled belt and wins 
slight flare at the hem. You can go the limit on evening i 
shoes to harmonize with costumes as fanciful as these. 
This tendency indicates a real opportunity in evening foot- 
wear for extremely and elaborate things. 














The top shoe is of navy blue 
opalescent kid with gold 
matching insert, gold kid 
straps and overlays, with 
gold bead center buckle. It 
is an ornate and beautiful 
thing for evening functions. 
The second shoe has insets 
of silver chain cloth. The 
trimmings and heel are of 
gold kid. The vamp and 
quarter are in_ opalescent 
satin finished kid to match 
the color wanted 
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LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DOIT! 


—T ail 
ADVANCEMENT THROUGH ‘KNOW-HOW’ 


- iw, > 


Edited by Helen M.Haney 


He Won the $600 Diamond Ring 
By Selling Hose by the Box and Findings by the Set 


“ HAT Has Been Your 
Largest Week’s Sales on 
Hosiery and Accessories, 


and How Did You Do It?” brought 
many interesting answers to our 
June Prize Problem, but the very 
best one was received from E. W. 
Adams, manager of The Newark 
Shoe Store, Owenskoro, Ky., who 
wins the first prize of $10. The 
winner of the second prize is Louis 
R. West, assistant manager of the 
G. R. Kinney Co.’s store at 120 North 
Main Street, Hutchinson, Kan., who 
wins $5. An important suggestion 











xa 


Think in boxes of hosiery and 
sell more pairs 


from Mr. West’s letter is, ‘The best 
argument in favor of selling three 
pairs of hosiery per single sale is 
that the customer is thus getting the 
wear of three pairs for the price of 
two, as our store makes a reduction 
where two or more pairs are pur- 
chased at the same time.” He also 
believes in the suggestion of hosiery 
and accessories to every customer, 
with resultant immediate or future 
sales. 


How He Won Grand Prize 


Here is how E. W. Adams made 
the top sale of $195 in hosiery and 
accessories during a contest held last 
November, which The Newark Shoe 
Stores Co. put on for a period of 
eight weeks. 


The chain prize was a $600 dia- 
mond ring. Mr. Adams won the 
“Grand Prize.” These sales were 
made in a town with a population of 
only twenty thousand. The Newark 
Shoe Stores Co. has over 400 stores. 


His Top Sale Was $195 


“As you know, there’s no set rule 
in salesmanship. The way I won 








Never let a customer say “No” 


this contest and made the top sale 
of $195 in hose and findings was by 
selling hose by the box, arch sup- 
ports, heel cushions, and men’s sup- 
porters by the set,” said Mr. Adams. 


Practises Simplified Methods 
“Never, when demonstrating 
arches, do I term them as a pair, but 
as a set. If you say $2.50 per pair 
and try to sell an extra pair, it can’t 
be done once in fifty times. Very 
few back down on a set, unless the 
price is a little more than they want 
to pay. If such is the case, say ‘All 
right, sir, I will split this set and 
let you have two of them for half 
price,’ and they never refuse that. 
“The same is true in hose. I quote 
them by the box of three pairs, call- 
ing them six stockings, not three 
pairs, explaining that should one, 
two, or even three stockings get a 
run in them, they still have a nice 
fresh pair of hose at all times. 
“While showing hose I never let 
too many colors stay before the cus- 


tomer so that they get confused, but 
as they push them back I return 
them to the stock, when getting out 
another shade; many times I bring 
out a shade I have previously shown 
them and sell them a box of that 
shade. 

“Watch the expression on your 
customer’s face and you can always 
tell just what she is thinking of do- 
ing. Look customers in the eye, with 
a broad smile, always talking—not 
too fast, but just fast enough to 
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Do not let the customer do all of 
the selecting 





keep their interest on whatever you 
are demonstrating. 

“Answer all questions direct. Meet 
the knocks squarely and tell them the 
truth, always smiling, and you will 
win the day. But the minute you try 
to push customers, you lose them. 

“Never make it hard for customers 
to purchase anything by asking 
them if they want it. Always say, 
‘Shall I wrap them with your other 
purchase?’ or ‘Do you think the six 
stockings will be sufficient?’ They 
then get the idea they have already 
told you they wanted them. 


He Decides for the Customer 

“Don’t put it up to the customer 
to do all the deciding. That’s what 
the salesman is for—to help the 
patrons select their needs. I have 
had ladies actually tip me a dollar 
for saving them the trouble of se- 












































Shoe selling ideas have wings. 

Let them fly to the Editor of 

The Retail Shoe Salesman, in the 

solution of the RECORDER’S July 

Prize Problem. Fly high like 

“Lucky Lindy” and win fame and 
cash prizes 











lecting what was most suited to 
them. Very few men or women in 
the average walk of life understand 
what they want in footwear or ac- 
cessories. 

“Make your customers have con- 
fidence in you. After you do that 
you can sell them anything within 
reason. You don’t sell your mer- 
chandise; you sell your own per- 
sonality, in most cases. Of course, 
there are a few clerks needed, but 
they are rapidly passing away. 


Wives Buy Husband’s Hose 


“Sell men ladies’ footwear and 
hosiery and sell ladies men’s foot- 
wear and hosiery. The wife will be 
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Show men’s socks to the ladies 





very glad to examine your men’s hose 
and will readily buy them. 
Don’t Let ’Em Say “No!” 
“The hardest thing to do is to 
keep customers from saying ‘No.’ 
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The July Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


Here Are Ten Questions, Asked Recently by Cus- 
tomers of Retail Shoe Salespeople? WhatIs Your 
Answer to Each? 


Our recently listed “What Do 
You Know About the Footwear 
You Are Selling?” brought us 
not only many replies but re- 
quests for more. After you have 
answered these ten “Ask Me An- 
other,” we would be glad to re- 
ceive your customers’ queries, 
which, in turn, will be submitted 
to our retail shoe salesmen read- 
ers. Customers are becoming 
more and more interested in the 
“What Do You Know About 
Footwear?” Retail shoe sales- 
people interviewed have _ sub- 
mitted herewith a list of ques- 
tions which they have recently 
been asked. They also report 
several questions, such as “On 
what floor is the basement?” 
“How do I get out of here?” 
and “Are those shoes mates?” to 
which the salesman must also 
give polite answer. 


HERE ARE TEN CUSTOMERS’ 
QUESTIONS 


1—What is the difference be- 
tween this $8.50 shoe and 
the one I saw down the 
street for $3.95? 

2—What is a Deauville sandal? 
Where are they made? 

3—What is the matter with my 
foot? How did I get that 
lump on there? 


4—How do you know so much 
about my feet? How many 
bones did you say there were 
in my feet? Name them. 

5—I don’t know what I want— 

what is being worn? 

6—Will this patent leather shoe 

burn my feet, or crack? 
7—Will these shoes keep their 
shape? 

8—How long will this black 

satin shoe continue to look 
well? 

9—Is this a patent kid or a 

patent colt? 
10—Is this rubber soled shoe as 
cool as a leather soled shoe? 

Ten dollars for the best an- 
swers to the current problem. 

Five dollars to the second best. 
Poor composition and bad spell- 
ing are secondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JULY 7. 

Winners will be announced in 
this department July 16, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 











After they say that word, they don’t 
like to retract and consent to buy. 
You can do that by studying your 
customer. 
his place. If you don’t believe your- 
self in the merchandise you are sell- 
ing, your words will not ring true, 


Try to put yourself in 





Too many colors confuse a cus- 
tomer 











and you can’t expect the customer 
to believe them. There’s a reason 
why every sale is lost. Try to find 
out what that reason is and remedy 
it. Keep that practice up and it 
will not take many months before 
you will miss mighty few customers 
for lack of personal salesmanship.” 


Mulford at Gilchrist’s 


BosToN—L. Mulford, in the pat- 
tern department and assistant fore- 
man at the Thomas G. Plant Co. for 
nine years, recently changed his vo- 


. 





cation to retail shoe selling at The 
Gilchrist Co.’s shoe department. Mr. 
Mulford intends to start on a course 
in scientific care of the feet at the 
Massachusetts College of Podiatry 
next Fall. 























Never ask a customer if he wants 
a thing—just say “I'll wrap it up” 


Ju 
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From Foot to Top in Eight Years 


PATERSON. N. 
J.—Samuel M. 
Le Vine is the 
new proprietor 
of Uncle Sam’s 
Shoe Store of 
this city. A re- 
cent request of 
the Editor’s 
brought a letter 
from Mr. Le 
Vine telling us 
how he “did it.” 

“I started in at retail selling at 
the age of 17—that was in 1919, im- 
mediately after my graduation from 
the Paterson High School. Realiz- 
ing the expense that my folks would 
evidently have to undergo, I declined 
going to law school and chose a 
business career, for which I am now 
glad. My first position was with a 
local department store, but not see- 
ing very much advancement nor 
chance to learn, I accepted a posi- 
tion in Passaic, N. J., for George’s, 
then a new store there. For two 
years I worked very hard, trying to 
learn all there was to be learned. 


Le Vine Starts Store 


“In two years I was appointed man- 
ager of that store, which was already 
the largest store in the city, employ- 
ing ten clerks. Under my manage- 
ment the store progressed rapidly, 
adding more space almost yearly, 
until now it is the greatest bargain 
shoe store in Northern New Jersey. 

“Two years ago John Marcus, who 
had been retired for ten years after 
a successful term of 25 years in the 
shoe business of Paterson, decided 
to once again ‘come back.’ He, 
knowing me for many years, offered 
me a splendid proposition and, being 
in the same city where I lived, I ac- 
cepted. The result was a fine store 
started, with a volume of business 
from its opening. 


Will Open More Stores 


“Two months ago Mr. Marcus de- 
cided to go to California, so he 
offered me the store. Knowing the 
possibilities, and with a substantial 
allowance, due to past acquaintance 
with John Marcus, I bought it. So 
here I am, proprietor of the store 
that I alone started, a good business 
from the looks of things, and ready 
to go out and ‘fight.’ 

“This Fall I contemplate opening 
another store in Passaic, where I 
am well acquainted with the trade. 
Don’t be surprised to some day see 
me at the head of a chain shoe or- 
ganization, because I love my busi- 
ness.” 





Samuel M. Le Vine 





Shoe Puns 
By Beatrice Evans 


W. P. Evans, Proprietor of the Evans’ White 
Front Department Store (“The Home of Good 
Shoes—Everything to Eat and Wear’), Laurin- 
burg, N. C., sends us the Saleswoman’s Beatrice 
“plays” on the names of the various brands of 
shoes carried in his store. This store was 
established in 1885, is the oldest firm in that 
section and Beatrice writes—“We handle the 
largest and best line of shoes in the entire 
country—Evans’ store recently celebrated its 41st 
anniversary. 





Mr. “Morris” with a “Battle Axe” 
went to see a “Wilmington Girl” 
carrying an “American Beauty” and 
a box of “Martha Washington,” driv- 
ing a “Studebaker” which has more 
“Speed” than a “Ford” although 
“Everlasting” and sometimes 
“Miles” ahead. “Peggy” and “Bea- 
trice’”’ met them “So-Easy” on 
“Main Street” with their “School 
Chum” “Anne Belle.” The “Poll 
Parrot” was “Wright” when he 
said they were “Hard Hitters.” 

















Beatrice Evans, N’Car’lina pun- 
ster, as the cartoonist saw her. 
She is shoe saleswoman at the 
Evans’ White Front Department 
Store, Laurinburg, N. C. 


Jane” and “Evangeline” 
with their “Crumbs of Comfort” 
and their “Sterling” “Sun Beam” 
which they claim were “Select” from 
“Down Home.” Had “P. B. Keith” 
and “Thorogood” had more “Confi- 
dence” they wouldn’t have had a 
“Runaway Girl,” but “Steven 
Strong” and “W. L. Douglas” had 
such an awful “Skuffer” over the 
affair that Mr. “Florsheim” decided 
to “Sinbac” to town for the “Big 
Chief” who carried the “Motorman,” 
“Endicott” and “Johnson” on the 
run, and on their way a “Black Cat” 
crossed their path, but Mr. “Edwin 
Clapp” with his “Dogs” made a 
“Bear Cat” of the “Hikers.” “Oh, 
Boy,” what a “Landslide” for 
“Robin Hood” the “Captivator” who 
“Waukezed” to “Hagerstown,” 
where “Roscoe” was telling the 
“Kewpie Twins” bedtime stories of 
the “Little Witch” and the “Red 
Goose” while “Elbertha,”’ who is 
“Loyal” to her “School,” receives 
“High Honors,” sends a “Special” to 


“Aunt 





BOOT AND SHOE RECORDER 125 


“Johnnie Walker,” who has a car 
without a “Self Starter.” ‘“Poca- 
hontas,” who saved the life of John 
Smith, was a “Columbus Bell” in 
“Old Virginia.” 





Just Another Salesman’s Problem 


Macon, GA.—D. T. Jennings, 
manager of the shoe department of 
R. S. Thorpe & Sons, writes us that 
a woman came into his shoe depart- 
ment recently to purchase a pair of 
house shoes as a birthday gift for 
her husband. On being asked the size 
she wished, she looked puzzled, be- 
came confused, and replied: “It is 
strange that I should wish to buy 
shoes when they are the only part 
of his wearing apparel of which I 
do not recall the size. Anyway, pos- 
sibly you, as a salesman, can be of 
assistance to me in obtaining the 
correct shoe size. He wears a No. 
6% sock.” 


WHERE DO YOU STAND? 


. Optimism 
. Efficiency PRODUCE 
Good Management \POWER 


AND 
SUCCESS 


Good Business 

Low Expense j 

Commissions 

Pessimism 
PRODUCE 
WEAKNESS 
AND 
FAILURE 


. Inefficiency 

Poor Management 
Poor Business 

. High Cost 

. Excuses 

(Arthur J. Kew) 
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Work isn’t enough. You must think. 


From Salesman to Podiatrist 


BOST0ON—Jo- 
seph Marcus, who 
for the past seven 
years has been 
salesman at the 
Gilchrist shoe de- 
partment, in 
charge of ortho- 
pedic fitting, re- 
cently graduated 
from the Massa- 
chusetts College 
of Podiatry after 
a two years’ 
night course. This course required 
Mr. Marcus’ attendance for five 
nights each week all through the 
Winter and into the Summer, when 
two nights a week were devoted by 
him to clinic work. He has recently 
taken the State Board exams, and 
expects to soon have his papers as 
registered podiatrist. ‘He is a won- 
derful shoe fitter,” recently said 
Paul Goodhue, floor manager of the 
Gilchrist shoe department. “Every 
shoe store should have a registered 
podiatrist.” 








Joseph Marcus, 
graduate podiatrist 
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—usually born in the mind of 
the merchant who relaxes ef- 
forts in summer—or in the 
mind of the manufacturer who 


fails to put continuous selling 


effort behind his line. 


Vacation time means the re- 
plenishing of the wardrobe—- 
new dresses and new shoes fo; 


travel. 


There is CONTINUOUS 
DEMAND for merchandise 
that has continuous selling 
force actively behind it. 


| 


hig 


é 


aah 


= MIN 


im 





The Georgian 


No. 396—Price $6.50 

Kid One-strap, open work quarter, 
covered heel, gray kid lining, 216 
mbination last. Complete sizes, AAAA to 


Stock No. 397—Price $6.35 
as No. 396, only in Patent Leather. 





June 25, 1927 BOOT AND SHOE RECORDER 


Time with CJoot Savers 


FOOT SAVERS are active sellers in summer time—and all the time— 
because Foot Saver selling effort never lags. 





The smart Foot Saver styles, in stock or quickly available, gratify the 
ind of heart’s desire of women of refinement—of women who demand foot- 
es ef. wear of true beauty and distinction. 


n the Foot Saver advertising, with dominating force, is on the job every month 


r who of the year. It is selling the women of your town on the matchless 
elling beauty—the unequalled fitting—the exclusive grace-giving features of 
“the perfect shoe.” 


The Foot Savers pictured here are specially featured in national adver- 
le fe- tising reaching more than SIX MILLION American families. 


»be— - 
f This continuous selling force is building prestige, good will, DEMAND 
oe oot for Foot Savers in summer, as in every season. It is steadily creating 


additional business for the one Foot Saver dealer in the community. 


OUS You can capitalize this tremendous selling effort—you can prove that 
di “summer slumps” are unnecessary in reality—by concentrating on FOOT 
— SAVERS—the all-year active line. 


elling 


Complete Stock Department at your 
command. Send for Stock Booklet. 


The Julian & Kokenge Company 


Makers of the famous J & K Arch Fitting Shoes 
for Women 


East Fourth Street 
CINCINNATI 


The Strand 


No. 393—Price 87.85 

New Castle No. 3, Brown Kid, Three-eyelet 
Tie, snake tongue and inlay quarter, 14/8 
covered heel, cream kid lining, 216 combina 
tion last. Complete sizes AAAA to D 

Stock No. 394—Price 87.25 
Same as No. 393, only in Ebony Kid, Ebony 
Wisteria tongue, gray kid lining 


The Sunburst 


No. 398—Price 87.35 
Ebony Kid Sunburst Tie, patent inlay quarter 
and tip, cut-out vamp, 14/8 covered heel, 
gray kid lining. 216 combination last. Com- 
plete sizes. AAAA to D. 
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CA Ee Ry eas 
ion... 


standing color for Fall © 


and the authentic tones are ready in 


. b ] . 
to conform with the country's vari- 
ous sectional preferences 


(Ve 


Color 120 STROLLER TAN 
Color 20 GOLDEN BROWN 
Color 222 AUTUMN BROWN 


DIMOND KID COMPANY, Inc. 
161 South Street 
Boston 


CHEQIT RISB» 
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IBREYNAHAN 


ae x me \XK4 il 
t the STATLER. 


ooms SOIA-51O-51E 
JULY 5-6-7 





BRESYNAHAN SHOE COMPANY 


BOSTON, MAY 
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“MARION” 
SA-2 
by Stern, Aver Co, 


“DOLLY” 
SA-1 
by Stern, AvER Co, 











Illustration in oval 
shows cross sectionof 
McKay sewed shoe 
filled with InvistBLe 
MIDDLESOLE 


HE “DOLLY” and “MARION” by Stern, Auer Co., as shown on this page, are 
filled with INvisIBLE MIDDLESOLE. 
INVISIBLE MIDDLESOLE (bottom filler) provides a perfect foundation and adds 
10% wear to all outer soles as result of even tread. The lightest McKay or 
Welt shoe is made damp-proof, squeak-proof and more flexible when filled 
with INVISIBLE MIDDLESOLE. 


Mr. Shoe Buyer ~ ask your manufacturer to 
put INVISIBLE MIDDLESOLE in your shoes 


BECKWITH MANUFACTURING COMPANY 


eManufacturers of Uulco ‘Products om 111 SUMMER STREET, BOSTON 
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No. 2353 
The Carolyn Model in 
Black Satin. 


GOOD-WILL 


Good-Will is the basis of 
any permanent business. 
We try to help our whole- 
salers increase the meas- 
ure of their good-will by 
giving them the best of 
values in both merchan- 
dise and service. 
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DINGLEY-FOSS SHOE Uo 


Fabric Shoe Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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er 
tt DOE 
adopts HUB GORE 
C1" and cendeuns three new 
Bored Shoes for fall v 


H. Zuckerman Shoe Company 


154 West 14th St. 
New York, N. Y. 


Goring concealed 
under the tongue. 


Goring concealed 
under the tongue. 


Goring concealed 
under the tongue. 
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/1 THE BOSTON FAIR 
) eA? 
You willyee the evidence 
es of Dunbarvervice in 
the model displayed . 
by the martsuccevful 
manufacturer of style 
footwear e+? e*> 
Our own exhibit will 
-be in the Grand Ball 
Room of the /tatler in 
Space 45 + Our room 


number ir 614 ewe 


4D 





Exciusive 
designs 
are safe 
when locked 
in the 
DUNBAR 
TREASURE 
CHEST 


FPANT TT ERIN Cc 


With a studio and working staff in Paris; and a local s2rvice suited to the needs of every 
shoe center in the United States 
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EARFOOT SOLES 


























Only soles bearing this 
trademark are genuine 


Bearfoot. 














| 

| Retailers have sold hun- 
dreds of thousands of 
BEARFOOT-soled shoes for 


Spring and Summer wear. 


The present heavy sampling 
on both plain and sport 
soles for Fall wear is an in- 
| dication that shoes soled 
| with BEARFOOT sell the 


year ’round. 


While in Boston, visiting 
shoemen, let us tell you 
more about BEARFOOT 
soles. You will find us at 
178 Lincoln Street, where 
the latch-string hangs on 
the outside. 














(4 
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The Bearfoot Sole Co., Inc. 178 Lincoln St., Boston, Mass. 
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1927 
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EVERAL of the new early Fall creations that go to make Brownbilt 
Flexible Rigid Footwear one of the most complete lines made. 
A34—“Brownbilt” 


Women’s Patent Christine Strap, Pl. Toe, 
13%” Cov. Wood Box Heel, Welt, Scientific 
Last, A/C Combination, AAA, 5-9; AA, 5-9 


A41—“Brownbilt” 
Women’s Kid Strand Cut Out Tie, Pl. Toe, 
134” Cov. Wood Box Heel, Welt, Scientific 
Last, A/C Combination AAA, 5-9; AA, 5-9; 


A, 4-9; B, 3-9; C. D. 2%4-9. Price..... 83 A, 4-9; B, 3-9; C. D. 24%-9. Price... .$4.85 
, — ve A40—Same in Patent. Price............ $4.85 
A35—Same in black kid. 


A42—Same in Burnt Oak Kid. Price. . . .$5.50 


Brown bilt 


ei id 
hiner? 





4 

A30—“Brownbilt” A39—“Brownbilt” 
Women’s Patent Leita Three Eve Tie, Pl. Women’s >troller Tan Calf Parnell Three 
a 2 uae ‘ Eyelet Tie, Tan Calcutta Trimmed, Pl. Toe, 
Sas Sip. Saw, Vinee Sane Steet, Week, Belen 134 Cov. Wood Box Heel, Welt, Scientific 
tific Last, A/C Combination, AAA, 5-9; AA, Last, A/C Combination, AA, 5-9: A, 4-9: 
5-9; A, 4-9; B, 3-9; C. D. 214-9. Price. .$5.00 B, 3-9; C, 2%4-9. Price...............$4.85 
A31—Same in black kid. \38—Same in Black Calf, Black Calcutta 


Trimmed. 


Wwow Danse Gouge, 


Manufacturers, St. Louis 
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Sparkling New 


MAYER 


2339—Black Veal Blucher Ox- 
ford, Black Grain Tip and Sad- 
dle Flexible Box Toe, Rubber 


Heel, Last 179, Widths B, C, 
D. Sizes 5-12. Price...$3.35. 
2340—As 2339 Only Nut 
Brown Veal With Alligator 
Tip and Saddle to Match. 

.- $3. 35. 

















2427—Gutman's Black Fife Grain 
Lace Oxford, Flexible Shield Tip 
of Smooth Velour Calf, Rubber 
Heel, Last 179, Widths B, C, D. 
Sizes 5-12. Price $3.90. 2428—as 
2427 Only Gutman’s Tan Grain 
With Tan Alligator Tip & Foxing, 

$3.90. 





Ready to Ship 


22>... ea 





TYLE is written all over these new models. Distinc- 
tive leaders in a known-value line. Trade-winners 
for every dealer who displays them prominently. 


Only through the Mayer policy of specialization could Hon- 
orbilt quality be offered at these prices. Capitalize this fact. 
Feature the Honorbilt line, build up an exclusive business on 
these quick turnover shoes offering men the last word in style. 


Write or wire your order for 
these two new In-Stock models. 


F. MAYER SHOE COMPANY, MILWAUKEE, WISCONSIN 
Pacific Coast Representatives: Washington Shoe Mfg. Co., Seattle, Wash. 





June 25, 1927 
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HARNEY 


For half a century the 
name HARNEY has 
been synonymous with 
good shoes — always 
profitable to handle. 


In the maze of today’s 
problems, when depend- 
able quality is of para- 
mount importance, it is a 
mark of good business to 
tie up with a factory that 
knows its business—as 


Harney does. 


See the Harney Line, 
Copley Plaza Hotel, 
Week of July 5. 
Arthur P. Harney, 
Charles F. Harney, 
Luther J. Hitchings, 
Will Miller 
in attendance. 


Harney Shoes are 
$5, $6 and $7 retailers. 


HARNEY SHOE CO. 


LYNN MASS. 
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“COMFORT BEYOND BELIEF’ 
with 
Sure Winning Style and Lines 
make 
The Peck Sta-Smooth Innersole Shoes 
The Best Shoe Selling Combination 
That Retailers Have Ever Had 


Here’s Comfort. 


Here’s Style. | 
It Builds Good-Will. 


It Sells Shoes. 


Innersoles that Sta-Smooth are the result of an exclusive 
Peck process of preparing and building innersoles into 


men’s fine shoes. 


The shoes shown here from 
which the uppers have been 
cut away were worn for three 
months. The left shoe was 
made with a Sta-Smooth In- 
nersole while the right shoe 
was made with a regular top 
grade innersole. 


You can see the Sta-Smooth 
Innersole is still smooth and 
flat after three months’ wear, 
while the ordinary innersole 
has hardened, cracked, become 
lumpy and curled up on the 
sides. 





| 
| 
On Display at 10 High St., Room 432, During Boston Style Show 


PECK SHOE COMPANY 


126 Chandler Street Worcester, Mass. 
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HE appeal of 

Brophy Styles 
and the constant de- 
pendability of Brophy 
Quality have firmly 
established Brophy 
Shoes in the favor of 
many able buyers. 


BROPHY BROS. 
SOUTH BOSTON, MASS. 


Boston Salesrooms 


89 Bedford St. 
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if there is 
any doubt 


in your mind as to the desirability of ordering your 
shoes Cordo-Hyde equipped, make this inexpensive 
experiment, 











Send us a trial order for an assortment of laces. Ask 
your next ten customers this question—“Would you 
like me to put in a pair of laces which are unbeliev- 
ably strong? They will not break, fray or become 
shabby. And above all they tie and stay tied.” 


Unless you are selling button boots the answer will 
be an unanimous—YES. Then this will be evidence 
enough that Cordo-Hydes will strongly influence 
the good will of your customers—and that you need 
them in every shoe you sell. 


Your manufacturer will gladly use them if you point 
out what a help they are to sales. 





‘\ 





ar a 
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farthermore 


while we are talking sales helps, good will and 
service, we must not overlook the value of shoe 
trees in this field, as well as the opportunity they 
present for extra profits. 


Miller Trees, known as pioneers and leaders, have 
probably done more than any other accessory in 
creating that satisfaction from service which every 
progressive merchant desires in his customers. 


Our finely illustrated catalogue is ready for all who 
desire an insight into this already profitable field. 


O. A. MILLER TREEING 
MACHINE COMPANY 
BROCKTON, MASS. 


The Pack Flat Tree, 
illustrated here, can be 
packed flat, making it 
convenient and desir- 
able, especially for 
travelers. 


The Bete Tree, illus- 
trated, is so constructed 
that it is possible to exr- 
tend the tree, after it is 
in the shoe, by simply 
turning the handle. 
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op. New 900 Want Type A’ 
INSIDE FROSTED 
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AGAIN Sterling Reflectors accomplish the unusual 
in effective lighting for Shoe Windows by providing . 
these two specially designed units for use with the 


new INSIDE FROSTED LAMPS. 

















Se 


1413 


ACTUAL tests—as indicated 
by the charts at the left—show 
that Sterling Reflectors Nos. 
231 and 233 control the light 
better and permit of greater 
efficiency than is obtained from 
reflectors of the fluted, corru- 
gated, or stippled types. 


WE suggest that you get in 
touch with your local Elec- 
trical Dealer or write us direct 
for information concerning 
BETTER lighting for. your 
window displays. 


2 
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When Business Is Hard to Get— 


Then Is the Time to Get Hard After It—Added 
Effort Reduces Overhead Percentage 
and Spells Profit for You 


ANY merchants adhere 
M strongly to a policy of “Al- 
ways work along lines of 

least resistance.” 
This policy applied to advertising 
means spending money only when 
immediate response in volume is 


It’s worth more because the same 
shoes now are near to a drop in 
value. 

When the need of sales is greatest, 
the need of sales effort is greatest. 

The merchant can reach out after 
business through just two channels 


—advertising and windows. Both 
are very important at all times— 
and particularly so in dull times, 
when a stronger sales appeal is 
needed. 

You cannot put too much a!lure 
into your July ads or into your July 


OS ROL ES ER ELE ope ee EE ET OS 


easy to get. 

True, there is some point 
to this. 

As everyone knows, each 
dollar spent in advertising in 
the heart of the selling season 
brings more dollars in trade 
than would the same dollar 
when business is normally 
slow. 

But— 

When business is slow, look 
how overhead eats up the 
profits ! 

Anything that will bring 
even a small increase in busi- 
ness at such times will effect 
a material decrease in the 
percentage of overhead. 

That is a consummation 
much to be desired. 

Even if the business that 
the advertising brings in does 
not more than compensate for 
the cost of the advertising, it 
has justified this advertising 
by moving some merchandise. 

The store is ahead some 
publicity. 

It is more in the public eye 
than it would be without the 
advertising. 


ULY is normally a slow 

month. Shoes sold now 
through advertising will 
carry a higher percentage of 
advertising cost than they 
would in May. 

But though a sale costs 
more now—it’s worth more 
because harder to get. 

It’s worth more because it 
means more in offsetting the 
overhead. 

It’s worth more because it 
releases tied-up money. 











Things to Do 
in July 


July 1-2 


Plenty of work on the floor—or should be— 
for these last two days before the great na- 
tional holiday. But do you start your sales 
on July 5? If so, you should find time to get 
everything in readiness to shift the scenery 
quickly, so that the stage will be set for the 
sale at opening time Tuesday morning. This 
means work—but it’s worth it. 


July 5-9 


Remove all show cards or decorations that 
have any reference to the 4th of July. 

Give white shoes plenty of prominence in 
windows and ads. Hold a meeting of the sales 
force and outline your policy for the month. 
Why not plan an outing for employees? 


July 11-16 


Put on a summer sports week and award 
prizes for best scores and feature plays in 
various lines of sport. Merchants who have 
done this have gained through it wide popu- 
larity and a vast amount of word-of-mouth 
advertising. 


July 18-23 


There should be plenty of heat about now. 
Light colors should be featured for keeping 
the feet cool. Leading newspapers have re- 
cently given front page space to data on this 
given out by prominent tanners and shoe 
manufacturers. 


July 25-30 


Make a strong play on hosiery and findings. 
They are always good items to draw custom- 
ers in, and are particularly good in midsum- 
mer. 

Try offering appropriate hosiery, dressings, 
etc., as a premium with certain shoes instead 
of cutting the price. 





windows. 

This is where so many 
stores fall down. 

They seem to feel that busi- 
ness is so hard to get that it 
isn’t worth while to try hard. 

Their ads have no catchy 
illustrations—no_ hand _iet- 
tered heads—no distinctive 
typography. The windows 
lack the beauty that was 
theirs in early Spring. They 
make no style or quality ap- 
peal. They carry no “punch” 
from the bargain point of 
view. 

You’ve seen ads and win- 
dows of this sort in your own 
town. 

There’s something drooping 
and apologetic about them 

They look “licked.” 

You know at a glance that 
they won’t be winners. 7, 


HAT’S how not to ad- 
vertise and display goods 
in July. 

July is mentioned because 
that’s a month when some 
who can do better don’t. 

You need business in July, 
so— 

Don’t cut out advertising. 

Don’t squeeze your ads into 
too little space. 

Don’t allow any “junky” 
window trims. 

Show respect for your mer- 
chandise. Show it off to such 
advantage that folks’ will 
want it. Then, if there are 
price reductions, they will 
mean something. 

Because business is hard to 
get—get hard after it. 
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‘How is that?’’ you may say. Simply because 
it becomes easier and safer for you to do busi- 
ness. Too many lines create a financial and 
merchandising burden. They make a liability. 
On the other hand, one fine, broad line of shoe 
— such as Whittemore’s, is a live asset. 
he Whittemore line is sufficiently varied to 
se enable you to supply your customers with polish 
























































a at for any kind or color of footwear. Money in- Se 
vested in Whittemore’s Superior Shoe Polish 
can be turned quickly, multiplying sales and 
profits. 
A Well Balanced Stock 
of Whittemore’s Superior Shoe Polish should in- 
clude BOSTONIAN SHOE CREAM, Black, Tan, 
White. BOSTONIAN SHOE CREAM—neutral— 
for all plain and combined fancy and colored 
leathers. BOSTONIAN SHOE CREAM— 
colors—to match new shades of leather. SHU- 
CLEAN, the popular white kid polish. OIL 
PASTE, Black and Tan in the handy tin. BON 
TON SHOE CREAM for colored leathers. QUICK 
WHITE for restoring soiled fabric shoes. CUPID, 
the De Luxe package of white dressing retailing 
at fifty cents. TOP NOTCH white cleaner for 
smooth kid and calf shoes or nappy leather foot- 
wear. There are other Whittemore polishes, all a goo 
well known, widely used, and highly appreciated. J an in 
Your jobber can supply you. a” . 
for B 
WHITTEMORE BROS. a 
is kn 
Manufacturers of Superior Shoe Polish Nearly 
a Century one Oo 
BOSTON, MASS. ters 0 
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Some of the youngsters who attended Braverman’s Kiddies’ Party. Phillip Braverman standing at left. 


Braverman Gives A Party 
A Novel Way to Popularize Your Store 


WELL planned and well adver- 
tised theater party for the 
little folk recently produced 

a good deal of valuable publicity and 
an incalculable amount of good will 
for Braverman’s, 4741 Lincoln Ave- 
nue, Chicago. Braverman’s is what 
is known as a neighborhood store in 
one of the numerous shopping cen- 
ters of Chicago. 

Phillip Braverman, proprietor, de- 
cided to hold this party in connection 
with the store’s seventeenth anni- 
versary. Arrangements were made 
with a nearby theater, Mr. Braver- 
man guaranteeing to use a certain 
number of tickets for a Saturday 
afternoon performance and_ the 
theater charging him half price for 
those of his party tickets which were 
taken up at the door. 

The plan was to furnish entertain- 
ment and refreshment to children 
buying shoes at the store during the 
two weeks prior to the party. A 
dodger was printed and distributed 
to children near the schools. A dis- 
play ad with a boxed space announc- 
ing the party was run in The Lin- 
colnite, a neighborhood paper. The 
even was given a half-column write- 
up on the front page of the paper. 
Subsequent issues of the paper car- 
ried one and two inch ads in bold 


type, set solid, next to reading mat- 
ter, these ads appearing on several 
different pages of the same issue. 


On page 2 appeared: 

Roy has his ticket for Braver- 
man’s Kiddies’ Party. Have 
you? Get yours free at Braver- 
man’s, 4741 Lincoln Avenue, 
with every purchase. 


Page 4 carried this: 

Hello, Tom! I’m going to 
Braverman’s big Kiddies’ Party 
at the Bertha Theater. Better 
get your ticket at Braverman’s, 
4741 Lincoln Avenue. 


This appeared on page 6: 

All the kiddies are talking 
about Braverman’s Big Party to 
be held at the Bertha Theater 
Saturday, May 14. Get your 
free tickets with every pair of 
shoes at Braverman’s, 4741 Lin- 
coln Avenue. 


Page 7 followed with this: 
Kiddies, Braverman’s’ Big 
Party takes place Saturday, 
May 14. Get your ticket Free 
at Braverman’s, 4741 Lincoln 
Avenue, with every purchase. 


Four hundred and eighty tickets 
were given out on purchases and Mr. 


Braverman believes that most of 
these purchases resulted from pub- 
licity given the kiddies’ party. Three 
hundred and eighty tickets were 
taken in at the theater. A heavy 
rainstorm accounts for so many of 
the ticket holders failing to attend. 

The theater put on its usual Sat- 
urday afternoon show—a_ double 
movie feature. Mr. Braverman’s 
guests each received a bar of candy. 

The entire cost of advertising, en- 
tertainment and candy was quite 
moderate—yet it brought Braver- 
man’s into the limelight in a way 
that will have a bearing on sales for 
a long time to come. 


Misspelled Word in Ad 


In every advertisement that is run 
have one misspelled word and an- 
nounce to your public the fact that 
the first one presenting the ad with 
the misspelled word will get a pair 
of shoes free. The moment the pair 
of shoes is given out a big placard 
should be displayed giving the name 
of the winner with the winner’s ad- 
dress and the kind of a pair of shoes 
given. Inside the store should be 
displayed the various types of men’s, 
women’s and children’s shoes that 
are to be given to the winners. 
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to Shoe Store 
Owners and 








Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating”’ 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating (Qmpany 
1016 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 
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American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating.” 

I nT a sa scndacagpete eimntiennibivensionietsieetatipicenciionsbnstbmcesaniansiansinaubianiatientiuh 
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A Quartet of Unique Aids 
to Effective Display 


Island Displayer—A clever fixture 
for island windows and for in- 
terior displays. Of wood with 
wrought iron scroll supports for 
the shelves. Also made to fit win- 
dow backs and corners. Made by 
Bodine-Spanjer-Janes Co., Chicago 


Drape for Window Back—Material 
is 28-inch lusterful Sun-Ra, which 
can be had in a variety of colors 
in any length. Illustration is 6 ft. 
long. Decorated with heavy two- 
toned cord and tassel to harmonize 
with color of material. 3 foliage 
sprays in variegated and harmo- 
nizing colors are shown. The drape 
is suspended on decorative wrought 
iron pole in polychrome colorings. 
One or more drapes can be used on 
,window back. Made by Hecht Fix- 
ture Co., Chicago 





Wrought Iron What-Not for the far 
corners of display windows. Height 
to top of rod at back, 48 inches and 18 
inches between shelves. The quadrant 
shaped glass shelves permit light to 
penetrate to merchandise on lower 
shelf. Lower shelf is 22-inch quad- 
rant. Upper shelf 17-inch. In a 3- 
shelf what-not the top shelf would be 
12 inches. Various metal finishes can 
be had, and it can be used in connec- 
tion with a display set of wood, glass 
or metal. Made by Crystal Fixture 
Co., Chicago 


Merchants visiting Chicago, New York, Philadelphia and 
other cities where display firms are located can gather many 
worth-while ideas by seeing their displays. For those who 
cannot visit them, most of the producers of display material 
are now issuing new catalogs. Above is shown a three- 
panel screen made of homesote with composition ornaments. 
Entire screen is braced with wood. Double action hinges, 
allowing side wings to move either forward or backward at 
any angle. Foliage and flowers of muslin. 6 feet high, 66 
inches wide. Made by The Adler-Jones Co., Chicago 
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ODO DODNODNDDWODY 


Archlets Versus Corrective Shoes 


. How many customers do you have who have found 

high priced corrective shoes either uncomfortable, 

George S. a impractical, or beyond their means, and yet are look- 
ne a ing for something that will relieve tired, aching feet, 


Former Deputy 
and Chief. of strengthen the arch muscles and prevent most foot 
Detectives, a me 
Police Department troubles at a moderate price? 
City of New York 








TRADE MARK REG. 


Pat. Pend. 


» ARCHLETS fill this need. Sell ARCHLETS 
ane ach © —make every shoe a corrective shoe. Make two 


Ww ° ” 
“poston wor” Oieh ert profits. 
\ S TPA at < pow 
oes: ore * FULL INFORMATION AND 
sn) “Ge SAMPLES ON REQUEST. 


The ANKLARCH CoO., 


Incorporated 


120 SOUTH LIMESTONE STREET, LEXINGTON, KENTUCKY 
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Schack’s New Fall Flower 
Cannot catch 


Book the hosiery with 


Now Ready 
Send For It 





‘“HUBTIP”’ 


“No Metal Tip” Shoe Laces 





ile Strong —Serviceable—Good 
Looking and Good Wearing 


“Hubtips” from “Tip to Tip” are made © 
of high grade braid. To Tin Tags to 
catch fingers—hosiery or pull off. 


Schack’s new Fall Flower Book is the most complete Laces are kept clean and neat m find- 
flower book published. It contains hundreds of 4 color il- ings case. Each pair “Hubtips” come 
lustrations of original and practical designs for your Fall in individual carton, 72 cartons in gross 
windows and interior displays at a price you will be pleased cabinet, Tan, Brown and Black. 
to pay. Be sure to get a copy of this book before placing 


your order for Fall decorations. READY SELLER FOR QUALIT Y— 


Visit Our New Studio and Salesroom 


SCHACK ARTIFICIAL FLOWER CO. “HUBTIPS” 


CHICAGO FRANK W. WHITCHER CO., BOSTON, MASS. 
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Kawneer 


LID COPPER 


STORE FRONTS 


ARE DURABLE 
WOOD ROTS 


Consider the difference 


ADJUSTABLE SLIDE 
FOR VENTILATION __ 


(BY) | AK 
: ps 


VENTILATION, gs 
DRAINAGE —*4h 





Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- eh 


forcement. 


KALAMEIN 23i% 


NOT KAWNEER M ~a 


Ad VX 
LL, (AFC ; ai 
if 7% ) 











Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kalamein construction [wood strips covered 
with thin metal] is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
metal is easily dented and marred. 











WHETHER YOU BUILD 
OR REMODEL 


make sure your store front is a complete and genuine 


Kawneer. 


The trained eye and experience of every mer- 
chant makes it easy for him to quickly determine 
merchandise values. He exercises extreme caution 


in his purchases. 


The equipment of the store, which includes the 
store front, is an item which should receive equal 
attention when the merchant or owner makes his se- 
lection. A Kawneer Hollow Metal Store Front 
insures satisfaction and permanent value. 


The photographs at the left show facts that are 
of vital interest to you. You can procure permanent 
plate glass protection with all the advantages of 
modern window display with a Kawneer. 


THE 


Kawneer 


i COMPANY ~ 


c 


SEND FOR IT 


If you are interested in a 
windows that will actu- ¢ na 
- : 
ally produce more sales, ¢ Company 
“send for this book r 
: ¢ 1513 N. Front Se. 
eo” __ Niles, Mich 


Please send “How to 
Display Merchandise to 
Sell It.” 
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Goodwin Fixtures adden Dine Dies te Tea 
Are in Good Taste 3 


BN 





ile Buckle for Oxfords 
} WN | enhances the smartness 
of both sport and nov- 


if : 

i) 4m SN ' elty types. Fastens and 
l wp sil conceals laces. 

HiT] hat 4 S a3 Carried in many different 


designs and finishes. 


HOW IT WORKS: 


Open cover and slip laces 
in slot; gather laces under 
cover and close. This will 
fasten and conceal laces. 











No. 141 
Shoe Stand Write for Trial As- 
—- sortment of a Dozen 
Walnut Finish Pairs and Display 
on Gumwood Card, to be sent direct 


: or through your 
12 in. high... .$2.75 jobber. 


18 in. high.... 3.00 
24 in. high... . 3.25 
AMBECOR 

CORP. 
321 Broadway 
New York City 











Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 


gett outstanding Shoe Stores are Goodwin- 
Built and Goodwin-Fixtured. For Goodwin 
specializes in the designing and building of shoe Times Square’s Finest Hotel 
stores—and shoe store fixtures. He knows best the inital , ; , : 

‘cul , £ sh M 1 Within convenient walking distance to impor- 
POSRCUERS SOGUETOMENTS CF SCSMER. NiaRy Kyles at tant business centers and theatres. Ideal transit 
many prices are illustrated in the Price List. facilities 


No. 141 Combination 450 Rooms 450 Baths 





Walnut Finish on Gumwood Every Room an Outside Room—with Two Large 


6 No. 141 Shoe Stands, 12” high, @ $2.75 Windows 
6 No. 141 Shoe Stands, 18” high, @ $3.00 ’ 
4 No. 141 Shoe Stands, 24” high, @ $3.25 , Large Single Rooms Size 11’ 6” x 20’ with bath, 
1 No. 130 Taberet, 24” high, @ $15.00 . $4.00 d . 
1 No. 136 Plateau, 3” high, @ $12.00 ’ : “UU per day 
6 Heel Rests, No. 305 e For Two. $5 00 Twin Beds $6.00 
9 bd .] ° 
In Gi 


Large Double Rooms, Twin Beds, Bath, ment 


Set Complete $73.00 $6.00 per day a 
Special Weekly Rates bane 
Furnished or Unfurnished Suites with serving oe 


C. I se ‘eTOT@)| yW I N & CO.., Inc. ' pantries, $95 to $150 per Month swale 
| Shoe Store : Fixtur — Moderately Priced Restaurant featuring a peerless cuisine attent 
Store Yesiypners and Store Surlders aa 


Illustrated booklet free on request 


WORCESTER, MASS. 
CURTIS A. HALE, Managing Director 
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Dramatize YOUR 
, Merchandise 


ODAY, merchandise must be “staged.” It is 

the way in which it is presented, the proper 
settings, the attractive surroundings, which gauge 
and control sales success. 


No longer can merchants afford to use antiquated 
“nailed-in” shelving, mussy pasteboard boxes, 
dingy, dilapidated display cases. The order of 
the day is the New Way Method in Merchandis- 
ing Equipment as provided by Grand Rapids 
Store Fixtures, offering proper display along with 
flexibility through interlocking, interchangeable 
units. 


Our store planners make it their business to help 
you set your store stage so it may have an appeal 
that will sel//l. Sales increases from 15% to 75% 
following rearrangement of old stores, make it 
apparent that Grand Rapids New Way Method 
in Merchandising is the best business investment 
any merchant could make. 


4 


Write for our store planning service which is of- 
fered to every store, large and small. Send the 
coupon below for our latest Portfolio of Store 
Interiors. 


i OT PAS 


GRAND RAPIDS 
STORE EQUIPMENT 
CORPORATION 


GRAND RAPIDS, MICHIGAN 


Succeeding 
THE GRAND RAPIDS SHOW CASE CO.-WELCH-WILMARTH CORP. 


7 


wy Factories—Grand Rapids, 
4 Portland, Ore., Baltimore, 
ie New York City 


Branch offices and repre- 
sentatives in most princi- 
pal cities 


In Grand Rapids Store Equip- 
ment are advantages found in 
no other. 











Interchangeability. Interlocking, \ * Z6 7 
interchangeable it it j 4 
aun flexibility ol Guat. Grand Rapids Store Equip. Corp., Grand Rapids, Mich, 
Standardisation. Parte produced Gentlemen: Please send me your latest Portfolio of 
in great volume permit cost to Store Interiors without obligation. 

be cut to a minimum. 
Individuality. Through personal 
attention to each installation = 
individuality is secured for Firm 
each store. 

Store Planning Service. Avail- 
able for every store, large or 
small, new or old. 


Name 






































Kozy Kollege 
Kicks 
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Red blooded young styles—for 
young fellows determined to 
dress their feet with distinc- 
tion. 


Brockton made 
by the 
ALWAYS BUSY FACTORY 
for the 
ALWAYS BUSY 
VOLUME BUYER 


On display during the Boston 
Style Show at Hotel Statler, 
Room 439, and Display Space 
102, July 5, 6 and 7. 


Seb Behe heheh Bebe bebe bh Bebb cbcbhcbchcEcEcl.N.t.4.4.4.4648n0npnnun 


fi I Bet BB a > > > > > BD BD BD > > > > > > > > > > BD 9 > J 


Reh BD Bclct.U-t-t.t- Btw ee ee 


v 
DOYLE SHOE CO. 


BROCKTON 
MASS. 
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THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has developed 
a great vogue 
with really 
smart people. 
Ours are En- 
glish made—di- 
rectly imported 
and made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 


and quality. 
IN STOCK 


Tan Willow—Black Calf 
and Patent Colt 
For Men and Women 


COLT CROMWELL CO.., Inc. 


596 Broadway New York City 

We carry all riding accessories, boot trees, boot hooks, boot jacks, 

non-rust spurs and chains, riding crops. Also—leather puttees in 
large variety. Send for catalog. 











Best-Ever Quality Should 
Interest You! 


Your customers look for the 
name “‘Best-Ever’—it assures 
satisfaction. 

Your Displays act as re- 
minders. In-Stock Ser- 
vice helps you size- 

up regularly. 

Result — year 
’round  Best- 
Ever business. 


% True Economy demands 
i\ ..@ foundation of Quality 





BEST-EVEP 


§LIPPERUG., IM 
75 FRONT ST, BROOKLYN NY 


Nes, fork Ollce fhoom 643 Marbriclye bkty 
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NEW GROVER 
IN STOCK STYLES 





No. 6873 


No. 6873—Black Kid. Cut-out quarter. 224 Last. 
Turn sole. 13/8 covered Cuban wood heel. 


Im GBeee Witt BAAS. oc ccccccscsosces $4.85 
No. 6870—Same style as 6873 in Black Patent. 
Em Bewek Wie Bibi. sc cecvecscccesecs $4.85 


No. 6646-R—Black Kid with cut-out quarter. 
231 Last. Turn sole. 13/8 rubber topped heel. 
ee, WEEE Pi btisciccenccancee $4.50 


No. 6789-R—Same style as 6646-R in Black Kid 
with imitation turn edge, Goodyear welt sole. 
Wee TOOK Witenes AAD. occ vss ccvcccess $4.85 


No. 6912-R—Same style as 6646-R in Stroller 
Tan Calf with perforated vamp and quarter. 
Imitation turn edge, Goodyear welt sole. In 
ee YS es Perr are $4.85 





No. 6646-R 


J. J. GROVER’S SONS CO. 


STONEHAM, MASS. 


Boston Office: New York Office: Los Angeles Office: 
534 Hotel Statler Marbridge Bldg., 1020 Loew's State 
47 West 34th St. Bidg. 


Bidg., 
Park Square 

















THANK 


to the many who have taken time 
in their busy hours to write us 
of the value found in 


THE 
HAMILTON-WADE CO.’S 
STYLE SERVICE 





Little did we realize how anxious the trade 
was for a service of this kind. However, 
WE FOUND IT OUT and at this time 
offer 


THE HAMILTON-WADE CO.’S 
STYLE SERVICE 


to manufacturers for the asking. 


This service consists of new designs of 
Strippings, Bindings, Pipings and Welts 
and their application to various types of 
shoes. Each drawing is on a separate sheet 
with full description and color suggestions 
(actual samples of Stripping on most 
sheets). New designs and applications sent 
at short intervals. 


Write for details! 





Prifeather lady 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt”’ 
Haverhill Street 


BROCKTON, MASS. 
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them. 


rows footwear. 


Always a few steps ahead of the Fashion—Burrows styles are 
bringing increased sales and profits—to merchants who feature 


Your customers will be quick to appreciate the value of Bur- 


Burrows Shoe Co., Inc. 
ROCHESTER, N. Y. 








SALESMEN 
ATTENTION 


We have an opening for several 
high grade salesmen to call on the 
better trade in various sections of 
the country, to carry a line of rhine- 
stone buckles, heels and other shoe 
novelties, as a side line or sole time 
proposition. Submit references and 
territories desired. Splendid oppor- 
tunity for right calibre men. 


Deauville Import Corp. 


45 W. 34th St., New York 








Trove 








Honest Boudoirs 





Every Greeley Boudoir is a_ sensible 
everyday slipper, honestly made and 
sold. Carried in stock for immediate 
delivery and made in black or colored 
kid with leather or rubber 
heels. Ask your jobber for 
Greeleys—and write us i 
he cannot deliver them. 





IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 


Deliveries At Once 





12 Duncan Street - - - Haverhill, Mass. 














NO, WILLIAM! 


SADDENING “AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.”” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 
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Patent Leather 


and other leathers are 
growing scarcer and 
higher in price, bringing 
the medium priced shoe 


out of its grade. 


The retailer, wholesaler 
and manufacturer should 


investigate 


Ebony Cabrettas 
and Atlas Kid 


They are selling at a very 
low price and make a 
satisfactory and_ stylish 
shoe. Blacks and browns 


are now leading colors. 


For the better grade of 
trade we are making a 


high grade patent leather. 





\ 
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The “Ascot” 


Martin Weinstein sponsors the 








increasing vogue for oxfords 
with this elegant model shown 
in the approved Fall shades and 


materials. 


One of the many 
smart shoes we 
will show at the 
Boston Style Show 


HOTEL COPLEY-PLAZA 
July 5-6-7 


Philip Weinstein 
Jack Weisberger 
Fred Kannensohn 


Martin Weinstein 


Shoe Co. 


35 York Street, Brooklyn 


New York Showroom: 832 Marbridge Bldg. 


eT ae 
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Patents Pending 


All beautifully blended, softly Chanteclair 


colored Chanteclair feathers. Reg. Trade-Mark 


GOLO SLIPPER COMPANY 


Main Office Branch Sales Office 
129 Duane St., New York 1634 Republic Bldg., Chicago 


There’s arefreshing piquancy in each FORD 
model which gives it a flair all its own. While 
conforming to the trend of style each model 
interprets that trend with an originality which 
indicates true shoemaking gentus. 


Give us the opportunity to show you the line! 


C. P. FORD & CoO., Inc. 


Rochester, N. Y. 
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WEISS 


SMART SIHOES 
FOR THE FAIR SEX 


Henry Weiss—and Nat, his son, 

operate the Fair-Sex Shoe Company. 

Here’s that rare blend of seasoned 

Pas judgment and successful experience 


with youthful enthusiasm and am- 


bition. 


Having specialized in the produc- 
tion of women’s footwear for years 
they bring you that thing every mer- 
chant is looking for—a better shoe 


for the money. 


Men who want to buy good value 
will seek out Henry and Nat Weiss 


and their shoes. 


COPLEY PLAZA HOTEL, 
July 5, 6 and 7 


HENRY & NAT WEISS 
Fair -Sex Shoe Co. 


LYNN MASS. 
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The Real Value of TOLMAN LABEL SERVICE 


is known to these manufacturers and many more 


Offices and Plant 
BROCKTON, 


ESTABLISHED 1675 


alll, 
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Who’s Who on the Road 


Travelers of “The Hub” in Charge of Hospitality 
at Boston Shoe Show, Hotel Statler—July 5-7 


N J. McMANUS, for twelve years 
¢ with Lunn & Sweet, and prior to 
that with the Outing Shoe Co., recently 
joined Moran-Herman, Inc., of Auburn, 
Me., as vice-president. The style of 
the concern is now Moran-Herman-Mc- 
Manus, Ine. Mr. McManus, from his 
long connection with the trade in the 
Middle West, is one of the best known 
salesmen in that section. He will han- 


dle sales for the Moran-Herman-Mc- 
Manus, Inc., to the volume trade in the 
Middle West. 


ETER L. 

FICK, former- 
ly with Smaltz- 
Goodwin Co, 
Philadelphia, and 
before that with 
the George E. 
Keith Co., is now 
connected with 
the George B. 
Leavitt Co., Far- 
mington, N. : 
Mr. Fick travels 
the Southern ter- 
ritory east of the 
Mississippi, with 
headquarters at Macon, Ga. 





Peter L. Fick 





ALESMEN for Williams, Clark & 
Co., Lynn, are in their territories 
as follows: A. Seavy in Illinois 
and Michigan; H. Cunningham in 
Maine, New Hampshire and Vermont; 
V. A. Dickson in southern New Eng- 
land; C. P. McGrath on the Pacific 
Coast, Edwin Chaffee in New York 
State and Pennsylvania. F. A. Dona- 
hue, sales manager of the firm, reports 
orders booked so far calling for 90 per 
cent blacks, and practically at 14/8 
heels. Orders for health shoes, with 
special tread and arch construction, are 
increasing. 


OHN M. MEG- 

GETT, who 
sells the line of the 
Brown-E dwar ds 
Co. in New York 
State, Pennsylva- 
nia and Ohio, is 
one of three sales- 
men representing 
the line of the 
B ro w n-Edwards 
Co. to a_ selected 
list in New York, 
Pennsylvania and 
Ohio. They sell 
some of the largest 
retail concerns in the country and chain 
stores. Mr. Meggett makes a trip 
about every eight weeks to see his 25 
customers. He has been with this or- 
ganization for about four years. Percy 





John M. Meggett 


By HELEN M. HANEY 


Fusfield covers New York City and 
Greater New York for this house; A. 
R. Simpson represents the factory in 
various big cities of the country. Mr. 
Meggett reports that the concern is do- 
ing “a nice little, tight little, business, 
according to the new methods of distri- 
bution.” 





HyABey LEIGHTON, who repre- 
sents Paul C. Wolfer Co. of Ever- 
ett, Mass., to the big buyers of the 
country, recently returned to his Bos- 
ton office from a three weeks’ trip. 





S. WALKER, who for 15 years 
@ represented the United States 
Rubber Co. in Illinois, and well known 
to the trade in that State, recently re- 
turned to his old representation after a 
five-year period in business for himself 
manufacturing mattresses. He will 
travel the northern part of Illinois for 
the United States Rubber Co. 





Welcome to Boston Show, 
July 5-7—“Hospitality” 
Is the Slogan 


Ba H. JONES, vice-pres- 
ident of the Thomson- 
Crooker Co., president of the Bos- 
ton Shoe and Leather Fair and 
a paid member in five affiliated 
locals of the National Shoe Trav- 
elers Association, addressed the 
Boston and the Southern Shoe 
Travelers, as well as the Boston 
associates, at a big meeting held 
at a recent Saturday noon lunch- 
eon at the Hotel Essex. 

President Jones, with other 
New England shoe manufactur- 
ers, and the travelers met in the 
interests of hospitality to buyers 
visiting the Boston Shoe and 
Leather Fair, to be held at the 
new Hotel Statler, July 5-7. Pres- 
ident Jones said that he knew 
that the shoe travelers would do 
all they have done on other occa- 
sions to insure to every one a 
good time. All present pledged 
their heartiest support to Presi- 
dent Jones in putting over a real 
show. T. A. Delany, chairman of 
the Hospitality Committee, said 
that he knew his committee would 
give 100 per cent of their time 
and efforts to the entertainment 
of the visiting buyers and in good 
attendance at the registration 
desk at the Hotel Statler. Presi- 
dent Lynch also gave an inspira- 
tional talk. 

















PENCE McGAVOCK is showing a 

steady gain in the A. E. Nettleton 
salesmen’s contest, and while H. S. 
Garfield is holding the highest honors, 
Mr. McGavock is pressing him hard. 
Tom Johnson has sprung into third po- 
sition. Henry Bosworth in the second 
division is pushing his lead up to a new 
high total for the season. In the third 
division Gordon Rogers is again in first 
place with Dick Garfield, at the time of 
writing this news item, claiming the 
loss of first place is only temporary. 





H. ROMSEY, 
¢ who for the 
past three years 
has represented 
the Menzies Shoe 
Co. of St. Louis, 
Mo., finished the 
season at the 
head of the Men- 
zies sales force 
listed on the 
weekly bulletin of 
this organization. 
Mr. Romsey has 
been in the shoe 
business all of his 
life, with a road experience of 20 years. 
He is a Boston boy, but left this city 
in 1907 when 23 years old to commence 
his career as a shoe traveler. 





J. H. Romsey 





A a recent joint meeting of New 
England shoe manufacturers with 
Boston shoe travelers, Southern Shoe 
Travelers and Boston Shoe Associates, 
called together by President Harry P. 
Lynch of the Boston Shoe Travelers. 
Mr. Lynch made a strong appeal for 
increased membership in the Boston 
Shoe Travelers Association and a united 
New England front. He said that over 
400 letters had been sent out in two 
weeks to different manufacturers and 
other members of the allied trades, ask- 
ing them to have all of their members 
join the B. S. T. A. 





AMES A. ALEX- 

ANDER, of At- 
lanta, Ga. who 
travels the eastern- 
southern States for 
E. P. Reed & Co., 
holds five high 
marks in selling at 
one time. Here are 
the records which 
Jim Alexander 
made during the 
past season: 1. He 
sold the most 
Matrix shoes; 2. 
He has more mail 
orders than any other salesman; 3. 
More Matrix shoes were shipped into 





James A. Alexander 
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WALL-STREETER SHOE COMPANY 





More Men’s Pairs! 


The newest style ideas in young 
men’s shoes, with a background of 
sixteen years of quality shoemaking 
—and these shoes retail in the 
volume field as to price— 


ileal dedi dinditesidiite cite cide die die ete ae 


Seven Dollars 





HOTEL STATLER 
Rooms 566-568 


WALL-STREETER SHOE CO. 


North Adams, Mass. 
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his territory than into any other terri- 
tory; 4. He opened the most Matrix 
accounts during the season; 5. He has 
the largest number of Matrix accounts. 
Jim sells the best stores in the cities he 
covers. He is a high-grade Southern 
gentleman, whose fine personality wins 
for him friends wherever he goes. He 
is a good merchandising counsellor. He 
has been with the E. P. Reed & Co. for 
28 years. 


O. MILLER, of Rocky River, 
¢ Cleveland, who for the past year 
and a half represented the Peck Shoe 
Co. of Worcester, Mass., died suddenly 
in Philadelphia on June 5. Mr. Miller 
had not been in good health for some 
time, although he kept at work cover- 
ing his trade in Pennsylvania, Ohio, 
Michigan and Illinois. Mr. Miller was 
a high-grade man and had a host of 
friends in the trade. He had repre- 
sented the old C. S. Marshall concern 
of Brockton for many years, and prior 
to that was with a Cincinnati house. 
He was a member of the Ohio Shoe 
Travelers Association. He leaves a 
widow and a son. H. H. Bird of the 
Peck Shoe Co., will take care of Mr. 
Miller’s customers, and to those com- 
ing to the Boston Shoe and Leather 
Fair he will be on hand at the Peck 
Shoe Co.’s Boston office, 10 High Street, 
and probably also at the Statler. 


OHN J. WHALEN has been covering 

western Massachusetts and points in 
Vermont during the past few weeks 
with his new line, the Freeman-Beddow 
Shoe Co. He will also show this line 
at the Hotel Westminster during the 
Boston Shoe and Leather Fair days. 
His stay at the Westminster will be 
from July 4-10. 


psaisr A. STONE has charge of 
the sales department of the Wright- 


Snider Shoe Co., Inc., of Haverhill, 
Mass., makers of women’s high grade 
novelty McKays, with Boston office at 
Room 202, 207 Essex Street. 


ALESMEN of the W. B. Coon Co. 

recently closed a successful three- 
day convention with a dinner at the 
Powers Hotel. The problems of selling, 
advertising and merchandising of shoes 
were thoroughly discussed and the 
salesmen attending the convention re- 
turned to their respective territories 
with renewed enthusiasm and with a 
goodly supply of facts for the benefit 
of their customers. The convention 
was opened Monday morning with a 
tour through the factory. 

The assembly was called to order 
by E. B. Bronson, vice-president of 
the company, who extended a greet- 
ing. Wilbur L. Coon had previously 
welcomed the guests as a representa- 
tive of his mother, widow of the foun- 
der. E. M. Fischer, sales manager of 
the company, presided at the sessions. 
Representatives of the company who 
spoke were: J. C. Hicks on “New Ac- 
counts”; Fred Zorn on “Distribution” ; 
Arthur Koester on “Credits”; D. D. 
Oster on “Short Vamps”; N. Swanson 
on “Narrow Widths,” and John E. Eck- 
hardt on “Contacting Retailers.” The 
salesmen were the guests of the com- 
pany at the Eastman Theater, Roches- 
ter, on the evening of the first day of 
the convention.—(UTPS) 
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|__ Lape & Adier Co. is sending out 
a series of advanced notices for 
their salesmen, showing their pictures 
in action. Here we have Larry O’Con- 
ners. Larry and his grip heading the 
L. & A. Foot-Friend News of four pages, 
showing cuts of new shoes and an an- 
nouncement of “Dealer’s Helps.” Larry, 
one of “The Foot-Friend Couriers,” 


y 
4, 








makes a letter to his customers about 
the new samples of his line more read- 
able by “appearing” on the same page 
as the letter is written with a “Good 
Morning,” and asking the same good 
attention to the shoes shown within the 
pages of the L. & A. Foot-Friend 
News” as they would give to him if he, 
himself, were at the store showing the 
shoes in person. 





zu 


CONTRIBUTIONS RE- 
QUESTED TO PIPER 
FUND 


Charles A. Piper of San Fran- 
cisco, for many years with John J. 
Latteman Shoe Mfg. Co., Inc., on 
the Pacific Coast, and one of the 
most popular shoe travelers in 
the United States, is now totally 
blind, and entirely incapacitated 
for work. Afflictions come to all 
—oftentimes when least expected. 
Realizing the sterling qualities of 
Charlie Piper, Walter Perry of 
Bliss & Perry and A. V. Holbrook, 
manager of The A. V. Holbrook 
Bootery, Columbus, have started a 
movement to raise a fund for Mr. 
Piper, the interest from which will 
be sufficient to keep him from 
want for the rest of his days. T. 
A. Delany, Secretary of the Na- 
tional Shoe Travelers’ Association, 
is in charge of this fund, and all 
contributions may be sent to T. A. 
Delany, Trustee, 183 Essex Street, 
Boston. Already, members of the 
Pacific Coast trade—merchants 
and travelers, and others, have 
started to collect. Messrs. Perry 
and Holbrook have asked for the 
widest possible publicity to this 
movement, which was started with- 
out any suggestion on Mr. Piper’s 
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ONT B. KIRKENDALL, salesman 

of the McCord-Norton Shoe Co. 
branch of the United States Rubber 
Co., with territory in northern Mis- 
souri and southern Nebraska, died re- 
cently. He was 40 years of age. He 
had been with the company since Juiy 
23, 1920, and had a fine record of ser- 
vice. He was insured under the com- 
pany’s group insurance plan, and 
named his son, Robert L. Kirkendall, 
as beneficiary. 


N a talk on “Contacting Retailers,” 

at the recently held W. B. Coon Co.’s 
sales conference, John E. Eckhardt told 
some of the methods by which he wins 
shoe merchants over to the Coon line. 
The Coon policy of making the narrow- 
est widths for the human foot offers 
the salesman an excellent selling point, 
he said. “One of his methods of con- 
vincing the merchant who didn’t believe 
that there was a market for narrow 
widths was to remain in the store until 
a customer came in who couldn’t be 
fitted with the merchant’s regular line. 
Eckhardt then produced his samples, 
one of which invariably satisfied the 
customer. “I then take the customer’s 
order to be delivered through the store, 
and usually sell the merchant on the 
value of the Coon line,” said Mr. Eck- 
hardt.—(UTPS) 


H. HEREFORD, who for over 

* 14 years had represented the F. 
Mayer Shoe Co., in Missouri, died last 
month in Kansas City, Mo. He was 
buried in his old home town of St. Jo- 
seph, Mo. Mr. Hereford had been in 
ill health for almost a year. He had 
discontinued traveling last fall. He 
leaves a widow, son, and two brothers, 
one of whom, A. P. Hereford. covers 
the Northwest for The Mayer Shoe Co. 


AVE DAVIS, treasurer of the Na- 

tional Shoe Travelers’ Associa- 
tion, will take his vacation early this 
year. On July 1, Dave starts on a 
Pacific Coast pleasure trip. He will 
undoubtedly meet many of the trade 
en route, and it is needless to say that 
wherever he visits and particularly 
where there are N. S. T. A. locals. he 
will receive a hearty welcome. Mr. 
Davis represents Thompson Bros. of 
Campbello, Mass., in the Chicago dis- 
trict. 


6 ow Joseph M. Herman Shoe Co. has 
recently established a Western 
headquarters at 189 West Madison 
Street, Suite 804, Chicago. Herbert C. 
Groenewald is in charge as Western 
sales manager, with the following sales 
organization, who will cover the follow- 
ing territory. He will continue to visit 
the volume buyers as formerly: Ben 
Aronson, in Louisiana and Oklahoma; 
C. J. Courtney, in Minnesota and the 
Dakotas; C. B. Finnell, Kentucky; C. 
F. McNew, Indiana; H. J. Drummond, 
Ohio; Charles Diamond, Wisconsin; S. 
J. Witt, Illinois; T. A. Walker, Alabama, 
Missouri, Tennessee; D. A. Patterson, 
Texas; H. Rosen and J. E. Goldwyn, 
Chicago; W. L. Rodney, California, 
Washington, Oregon; H. Smallwood, 
Indiana; B. F. Lyon, Iowa, Nebraska; 
C. J. Meyers, Kansas, Missouri; H. C. 
White, Colorado, Wyoming. 
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Spend Some Time With Us 
at the 


BOSTON SHOW 
Booth 99 


and 


Rooms 402 and 404 
STATLER HOTEL 
JULY 5-6-7 


We can show you the very latest in a most com- 
plete line of Men’s and Women’s Welts. 


Review a line that has been famous all over the 
country for a good many years. 


Diamond Shoe 








139 Duane Street, N. Y. 


All Factories: Brockton, Mass. 
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More Dignity in Shoe Styles 


Recommended by California Footwear Fashion 
Committee for Fall Selling 


ORTY-ONE exhibitors were 
P rerresented in the brilliant 

style show presented Monday 
evening at the Fairmont Hotel, San 
Francisco, in connection with the 
Ninth Annual Convention of the 
California Shoe Retailers Associa- 
tion, June 13 to 15. For Fall sell- 
ing the women’s style committee 
recommended purchases of more 
dignified patterns and styles, with 
less oOpen-work than those used 
during the present season. A ten- 
dency toward lower heels was pre- 
dicted. Black and 
brown kids in strap 


ance feature taken up at the first 
afternoon’s session by Chase M. 
Smith, secretary of the National 
Mutual Insurance Co. 

George H. Van Smith, Vice-Presi- 
dent of the Anglo-London-Paris 
National Bank of San Francisco, 
who answered the question “What 
Are the Factors Affecting Trade?” 
declared that business was better 
than ever before, following a period 
of prolonged inflation, and thanked 
the present policy of hand-to-mouth 
buying for the absence of a crisis. 








oxfords and tie 
effects were indi- 
cated as the best 
selling numbers for 
general wear this 
Fall. 

In men’s footwear 
the style committee 
predicted ox- 
fords would pre- 
dominate as hereto- 
fore, but where 
staple high shoes 
have sold they will 
continue selling and 
in some localities 
high shoes will be 





NEW OFFICIAL FAMILY OF THE CALIFORNIA 
SHOE RETAILERS ASSOCIATION 


Here are the new officers elected last week at the annual 
convention of the California Shoe Retailers Associa- 
tion, held in San Francisco: 
President—Max C. Streicher, San Francisco. 
First Vice-President—Harry Locey, Visalia. 
Second Vice-President—Frank G. Bush, Los Angeles. 
Treasurer—Carol Wills, San Francisco. 
Secretary-Manager—Frank A. Rittigstein, San Fran- 
cisco. 


Resolutions by the Pacific Coast 
Shoe Travelers Association asking 
adoption of a protective tariff on 
shoes and submitted to the shoe 
merchants for similar action were 
referred to the Board of Directors 
with full power to act after thorough 
investigation. 


ORMATION of individual asso- 

ciations of coast States, Nevada 
and Arizona was approved in a reso- 
lution recommending that a Board of 
Governors represent each State and 
meetings be held in 
San Francisco. 

A banquet and 
dance Wedneday 
evening marked the 
close of formal ses- 
sions. On Thurday, 
the shoe men com- 
peted for 13 trophies 
in a golf tournament 
at the Lake Mercer 
Golf and Country 
Club. 

The entire conven- 
tion was one of the 
best attended and 
snappiest ever held 
on the Pacific Coast. 
The retailers at- 
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sold if displayed. 

Every dealer was 

told to judge his own clientele. 
Dealers were asked to push darker 
tans for Fall, offsetting sales of 
blacks. 

Children’s shoes and the tendency 
toward higher heels in juvenile lines 
came in for much discussion. A 
resolution by the Association sub- 
mitted as a recommendation to 
all juvenile factories that they manu- 
facture a run of sizes for misses 
from 121% to 4 and adopt a standard 
name designating this particular run 
from the present schedule. 

Heels for this special proposed run 
not provided in present lasts, were 
recommended to extend from 5/8 to 
10/8. 

Frank A. Bush of Los Angeles, 
Second Vice-President, presided at 
the closing luncheon program, at 
which George A. Spangler, Manager 
of the N. S. R. A., discussed the 
National Association’s major pro- 
gram, including the mutual insur- 


His outlook for the future was far 
more cheerful than that of George 
Eberhard, business analyst, who pre- 
dicted at the Monday luncheon that 
the coming months would leave little 
time for playing golf. 

Advantages of buying from travel- 
ing men and making trips to Eastern 
markets, valuable chiefly for their 
contacts and atmosphere afforded, 
were brought out in the final open 
forum discussion led by Joseph 
Rinehart of Portland, President of 
the Oregon Retailers. 


ROBLEMS of uniform clearance 

sales dates, of marketing shoes 
in plain sizes, and combating re- 
turned merchandise evils, came up 
for discussion under the leadership 
of Charles Kushins of Oakland. Co- 
operative advertising and publicity 
was the suggestion for meeting this 
growing evil offered by Frank Wer- 
ner of San Francisco. 


tending it carried 
away many new and 
profitable ideas developed in the 
round table discussion and in the 
general talks made on the convention 
floor. 


For Early Purchase 


Send out a special announcement 
of “Class A” footwear for spring, 
for early buying. The idea is to 
have a limited number of fine styles 
for “Class A” customers, and when 
they are sold not to have any more. 
This idea will give a merchant an 
opportunity of displaying styles in 
his windows that are better than his 
ordinary run of styles and which 
bring a higher-than-usual price. In 
limiting the number of pairs to be 
sold, and making the purchaser a 
leading customer of the store, one 
has distinction at its best. Setting 
a limit on such shoes will prove a 
good way to sell them. Make such 
advertising as individual as possible. 
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Howard R. Ware Company 


of 
New Rochelle, New York 


Double Their Turnover i 





“We came to the decision that we would carry but one line ha 
of fabric rubber soled shoes,” said the buyer of Ware’s Dept. i 
Store at New Rochelle, N. Y. “Every good merchandise rr 
man knows what too many styles of similar shoes does to a 
his turnover, profits, and the effect on his sales force and 
customers. 


ren 
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ber 
tect 
“Keds was the line that was chosen because it was the best known line of = 
. . . . on 
fabric rubber soled shoes—it offered the widest variety as to type and » chay 
style—its service through its large warehouse stocks was of the finest. _ 
feet 
“Since the adoption of this one line policy—this ‘Keds only’—our turn- — 
° 1t W 
over has doubled, our sales have increased, our stocks are clean, our sales his 
force know their line and we are really satisfying customers. Yes, we en- — 
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This window tied up the 
appeal of children’s can- 
vas rubber soled shoes 
with the “Child’s Future 
Foot Health” as well as 
exercise through play. It 
has been found in recent 
tests that from 50 to 252 
white men in every 1000 
in the United States have 
foot trouble, which could 
have been averted if the 
proper footwear had been 
worn by these men when 
they were children. The 
map shows that the 


VERY child 


East recently. 


the past generation 
who used to wander 
around in bare feet, 
because canvas rub- 
ber soled shoes pro- 
tected our feet from 
sunburn and _infec- 
tions. Many a little 
chap in the old days 
suffered tortures with 
burned and bleeding 
feet just because his 
parents did not think 
it was necessary that 
his tender soles and 
ankles should be pro- 
tected. But the kids 
of today are several 
steps ahead of the 
children of my gener- 
ation, for the new 
type of canvas rub- 
ber soled shoe has it 
all over the old sneak- 








in the United 

States loves to wear the can- 

vas rubber soled shoes. “I 
remember myself when I took real 
pleasure in roaming ’round in the 
old sneakers during vacation time,” 
said a retail shoe merchant of the 
“Oh, boy, there was 
real romance in it. It was the near- 
est approach to barefoot freedom, 
and we had it all over the kids in 
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fect fitting. 


er—it is cooler, longer wearing and 
best of all, in the good grades, per- 
I sell my customers 
more canvas rubber soled shoes by 
passing along to them my thoughts 
on the subject of buying canvas 
rubber soled shoes of quality.” sales, these merchants gave, at no 


RECENT instance of the belief 
of the Pacific Coast in canvas 
rubber soled shoes to the young 






















Season.” 
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Southern States had the 
best bill of foot health, 
with only 50 to 95 out 
of the 1000 examined 
having imperfect feet— 
this section appears in 
white on the map; the 
slightly clouded area 
shows 96 to 116 out of 
the 1000 with imperfect 
feet; the gray lined sec- 
tions show that 117 to 
150 out of 1000, and the 
black sections that 151 to 
252 out of the 1000 ex- 
amined have imperfect 
feet 





Cash In On Canvas Shoe ‘ime 


Talk “Barefoot Freedom Without Barefoot Risks” 


folks comes from Sacramento, Cal. 
Eight of that city’s largest stores 
used 126 in. of advertising space in 
The Sacramento Bee to announce 
the official opening of the “Keds 
As an added stimulus to 


extra charge, a baseball or bat with 


each Keds purchase. 
folks of Sacramento enthusiastical- 
ly accepted the merchant’s cam- 








ANSWERS TO “ASK ME ANOTHER” 


Questions to which these are the answers were published 
in the Recorder’s Rubber Letter of June 11 


1.—Latexr is the milk of the 
rubber tree. 

2.—Rubber received its name 
from the English speaking 
people on account of its first use 
by them—namely, rubbing out 
pencil marks—It was, therefore, 
called by them—Rubber. 

3.—A rubber tree is five or six 
years’ old before it is tapped. 

4—A calender is a machine 
which rolls stock into thick or 
thin sheets; or coats or fric- 
tions fabrics. 

5.—Oil is injurious to rubber. 

6.—The first record of India 
rubber being used in any com- 
modity was given nearly four 
centuries ago by Herrera, who 
came to Hayti with Columbus 
on his second voyage. Herrera 
observed that the Haytians 
played a game with balls, made 
from the gum of a tree. The 
use of India rubber was first 
learned from the Magua tribe of 
Brazilian Indians by the Portu- 
guese settlers in Para, and 


through the latter traffic in it 
was started by the Europeans. 

7.—The first rubber shoes were 
brought to America from Para, 
Brazil, in 1823, by Thomas C. 
Wales, a Boston merchant. 

8.—The process of vulcaniza- 
tion was discovered by Charles 
Goodyear in 1839. 

9.—Rubber comes principally 
from the following countries— 
Brazil, Bolivia, Peru, from 
countries of the Far East; Cen- 
tral America, and Mexico (Guay- 
ule). 

10.—American rubber com- 
panies owning their own planta- 
tions are: United States Rubber 
Co., Sumatra and Malaya; the 
Goodyear Rubber Company, 
Sumatra; Continental Rubber 
Co., Sumatra; Firestone Rubber 
Co., Liberia. (The Miller Rub- 
ber Co. maintains a purchasing 
agency in Singapore, and super- 
vises the gathering of its own 
latex and its preparation for 
shipment). 








The young 


paign. On the open- 
ing day each of the 
eight merchants de- 
voted one entire win- 
dow to Keds. Sales 
for the opening day, 
and right up to the 
present time have 
proved that the co- 
operative publicity 
paid. 


DVERTISING __ to 

the children, di- 
rectly, is always pro- 
ductive of good re- 
sults. Children like to 
feel that they, them- 
selves, are buying a 
certain product. They 
enjoy being appealed 
to—and, in the great 
majority of cases, do 
their own selecting. 
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IN STOCK 


22 Styles for Quick Shipment! 
White, Patent, Parchment, Gun and 
White and Black Satin— 
Everyone a Sure Bet 


B-680—Patent 
B-683—wWhite Kid....... 5.00 jo nm 
Clare 


21/8 Heel 


B-573—Black Satin . Goodyear Welt 

B-572—Patent Leather... 4. B-179—wWhite Calf with 

B-575—White Kid....... Fe White Grain Calf Trim .$5.00 

B-25S—Parchment Kid... 5. B-189—Black Calf. Black 

B-224—wWhite Satin ° Grain Calf Trim........ 5.00 

“ ” 
A Ithea B-773—Patent 
B-659—wWhite Kid....... 


“Clare” 


Cuban and 
Spanish Heel 


“Lark” 
Goodyear Welt 
B-565—wWhite Calf...... $5.00 





WIRE DO 
\ % AA ose 04 
_ OR NOT B-232—Pat., 15/8 Cuban. 84.25 
Cc 3 ft B-230—Black Satin, 15/8 


B-739—Patent Leather. ..#4.5 a “33 Blac 
B-733—G .. fe erms uban Hee 
eae oS me WRITE! Net 30 Days DELAY! B-226—White Satin, 15/8 
l 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN ‘ 
Rochester, N. Y., U. S. A. 


Oakland, Cal., Office: 424 B 
a oe 


Los Angel 
" oF A Mee Naaes &% Street 
Chicago 3 ages Majestic Hotel 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 











New York Office: 846 Marbridge Bidg. 
B. W. MOYLAN 





























Shoe Merchants News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, JUNE 25, 1927 


EVERY WEEK 





Drawing of Prizes as Inducement 


For Attendance at Convention | 


Wisconsin Ass’n Adopts 
Unique Plan: Style Show 


Under Professional Head 


MILWAUKEE, Wis.—An unique scheme 
will be tried for the first time during 
the annual convention of the Wisconsin 
Shoe Retailers’ Association to be held 
here in August to keep the audience in 
the hall throughout the entire business 
sessions. 

A prize list including six table lamps, 
twenty-four smoking stands, ten boxes 
of cigars, a hotel credit good during 
the national convention, playing cards, 
and other novelties has been secured. 
It is planned before each speaker on 
the program starts his address to draw 
a lucky number. The numbers will be 
passed out prior to each business ses- 
sion upon entrance to the hall. 

Convention committees of the Wis- 
consin Shoe Travelers’ Association held 
a meeting here several days ago to dis- 
cuss all the details which every com- 
mittee has to arrange for, and to check 
up on each committee. 

It was announced at this meeting 
that the style show which is to be held 
during the convention will be in direct 
charge of a professional theatrical di- 
rector who will furnish all models for 
the show. Manufacturers have been re- 
quested to report to the travelers’ as- 
sociation as to whether they desire 
models to display their merchandise at 
the style show. 

The committee on booths has sold be- 
tween 50 and 60 already and antici- 
pates a complete sellout before the con- 
vention. 

Special entertainment is being ar- 
ranged for the convention and banquet. 


Rosmor Store Opens 


MINNEAPOLIS, MINN. (UTPS)—For- 
mal opening of a new Rosmor shoe and 
gown shop at 811-813 Nicollet Avenue 
was marked with a great display of 
flowers and a large attendance of shop- 
pers. The shoe devartment is on the 
mezzanine floor. Warren is 
manager. He was formerly with the 
Family Shoe Store. The shoes were 
advertised at $5.50, $6.50 and $7.50 for 
opening day. 


To Have Women’s Dept. 


BALTIMORE—A woman’s shoe depart- 
ment will be included in the new wo- 
men’s wear store to be opened in the 
large five-story and basement building 
at 102-104 North Charles Street, by 
Joel G. Nassauer, former vice-presi- 
dent of Joel Gutman & Co. 





Shoeman Indites Poem 


to Col. Lindbergh 


PHILADELPHIA, Pa. (UTPS)—Robert 
R. MacGrath, personnel director of 
John Ward Men’s Shoes, Inc., has 
turned poet. Judging from a sample 
of his verse titled, “To Captain Chgrles 
A. Lindbergh,” he is one of ability. 
Doubtless his friends and business as- 
sociates will now know where he gets 
the inspiration that enables him to fill 
his post as personnel director so cheer- 
fully and well. He is a born genius. 
He may not be a poet laureate, but here 
is his poem to Captain Lindbergh, 
which now appears as part of a win- 
dow display in the Philadelphia store 
of John Ward Men’s Shoes, Inc., 1221 
Chestnut Street. 


“Gone with the heart of a lion 
And the vision, keen and true 
Of the hooded hawk that poises 
A speck in the distant blue 
And the tireless wings of the eagle. 
You launched in the void between 
Your land and far off Paris— 
A ‘fool’ in a flying machine. 


“Back with the hearts of nations 
Gladly placed in your hand; 

Back to your precious mother, 
Proudest in all the land; 

Back from your scenes of triumph— 
In memory’s keep for aye— 

Back to the land that bore you. 
To the arms of the U. S. A.” 


Incidentally, the above poem, printed 
on a placard and given a prominent 
place in the Lindbergh display, is do- 
ing much to attract customers for 
shoes. The window, one of the best 
of the kind seen here, also contains a 
beautiful model of the “Spirit of St. 
Louis,” the monoplane used by Colonel 
Lindbergh. Flags and pictures add to 
the display. 

The same displays and the 
were shown in the John Ward 
York stores also. 


Two New Toledo Shops 


ToLepo, OHIO (UTPS)—Two retail 
shoe companies have been incorporated 
in Toledo recently. The Pontius Shoe 
Co. has a capital of $10,000 and is au- 
thorized to deal in boots and shoes as 
well as hosiery and other merchandise. 
Incorporators are Paul Pontius, Mina 
Pontius, W. H. Wagers, H. W. Tietje 
and Dorothy Reamy. 

The Thompson Shoe Co. is the other 
retail concern, with a capital of $6,000, 
with William Rayess, Albert Corey, 
Edna Plachte, M. I. Davies and Lelah 
Gover as incorporators. 


poem 
New 


'Historical Shoe Exhibit 


Stirs Interest in N. Y. 


NEw YorK—A huge display of sev- 
eral thousand historical and ancient 
boots and shoes in four windows of 
| Stern Brothers department store, West 
| Forty-second street, this week, drew 
|immense crowds to the windows and 
| stirred considerable consumer interest 
|in footwear. The exhibit, consisting of 
more than 1000 shoes and boots, was 
arranged with the cooperation of the 
United Shoe Machinery Corporation 
and I. Miller & Sons, shoe manufactur- 
ers, who operate the women’s shoe de- 
partment in Stern Brothers. 

The exhibit was spread throughout 
the four large windows, which were 
draped with a background of neutral 
colored burlap. Boxes and platforms 
upon which the shoes were set in the 
| window also were draped with this ma- 
| terial, which formed a perfect back- 
|ground to set off the unique exhibit. 
| From remarks among those viewing the 
| exhibit, the old postilion boots aroused 
more interest than any others. The 
| showing of ancient Egyptian sandals 
| Iso attracted unusual attention. Placed 
| in front of the exhibits were specimens 
|of modern shoe making by I. Miller & 
Sons. 
| An exhibit of machinery used in 
| manufacturing modern welt shoes was 
shown in replica on the second floor of 
the store during the week. This also 
stimulated interest in footwear. 


Brager of Baltimore 
to Open Men’s Dept. 


BALTIMORE, Mp. (UTPS)—A _ new 
Men’s Shoe Shop will be opened by 
Brager, Eutaw and Saratoga Streets. 
It will be located on the third floor of 
the store adjoining the Men’s Shop. 
The section to be devoted to it will be 
completely remodeled and improved, 
and will be equipped with modern fix- 
tures, shelving, chairs, etc., to make it 
a modern men’s shoe shop in every 
respect. 

This will be the first time that 
Brager’s will have an exclusive men’s 
shoe shop in the more than forty years 
that it has been in business. The same 
excellent patronage of the men’s shop 
is expected in the men’s shoe shop. It 
is because of the good patronage the 
men’s shop enjoys that prompted the 
management to open the men’s shoe 
shop adjoining it, instead of adjoining 
the women’s and children’s shoe shops 
in their new location on the main floor. 
Both of the Jatter shops have been for- 
mally opened in their new and enlarged 
quarters on the main floor. Norman 
Davis, buyer of shoes for the women’s 
and children’s departments, will also be 
buyer for the men’s shoe shop. His 
long experience in the local retail shoe 
field. it is believed, have fitted him well 
for his increased activities. 
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Light, Airy One S 3 
ight, Airy One Straps : 
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With Leather Heels 7 
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t 
Cut over the same base pattern, and ‘ 
built over the same special measure- 
r 
ment last that has made our one ‘ 
straps noted for their exceptional 0 
; sia ‘ 
fitting qualities. : 
c 
Here's a shoe that should interest the t 
dealer looking for a beautifully plain, } 
yet practical dress shoe, that will in- s 
: terest the woman who objects to cov- ¢ 
ered heels. e 
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mt = ant a _ Like all W. B. Coon Co. shoes it is 2 
.Patent Leather ‘ B ti 
made with a high grade sole leather I 
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One strap sandal, 209 last, 14/8 leather counter that is lasted in wet, and, y 
heel, light fibre top lift. Light weight when dried out produces an exact v 
welt construction, built-in steel arch sup- eat a tentin ot teat t 
sitalinis ite, reproduction of the body of the last. : 
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It is quality features such as this that R 
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In Stock help make the W. B. Coon Co. prod- - 
Widths AA to EEE uct such wonderful fitting shoes. * 
Sizes 34% to 10 is 
Both the patent and glazed kid are 
on the floor now, ready for imme- 2 
diate delivery. in 
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37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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Lindy’s Old Flying Boots 
Shown at Shoe Mart 


St. Louis, Mo.—The fiying boots dis- 
carded by Col. Charles A. Lindbergh 
just before he hopped off from St. Louis 
to New York on his memorable flight 
to Paris are being displayed by the 
Shoe Mart. Apparently from a stick 
measurement Lindy’s size approximates 
a 12 and M. M. McCain, manager of 
the store, said it was his impression 
they were a “D” width. The boots are 
those in which the flyer made his fourth 
forced jump from a mail plane when 
his gas became exhausted and the fog 
obstructed his view from making a 
landing. The boots were secured 
through some of the attendants at St. 
Louis Lambert Flying Field. 


“My Work Is Fitting Feet” 


WorCESTER, Mass.—Alphonse M. Ro- 
dier, manager of the new Red Cross 
department of Stayman’s Ready-to- 
Wear Store here, reports good progress 
on account of selling his customers 
good fitting shoes. Stayman’s opened 
for business in this city last December; 
the Red Cross department opened on 
April 2. Mr. Rodier reports to the Red 
Cross folks in Cincinnati each day as 
to the business transacted, and has re- 
ceived general commendation thereon. 
Mr. Rodier’s slogan is to “Get a Good 
Line and Talk About It.” Another 
slogan is, “Never Misfit a Customer.” 

In addition to demonstrating to each 
«customer who wishes just how the Red 
Cross shoe is made; how its arch is 
built into the shoe, and its sole con- 
struction, he has sent out a high-grade 
woman who calls on a selected list of 
prospective customers at their homes, 
and talks about the shoe. When a cus- 
tomer asks Mr. Rodier, “What size do 
I wear?” he measures her foot and 
‘says, “I would rather not tell you until 
you walk around in them and see just 
how they feel,” and as in the case of a 
woman who had been wearing a 54D 
shoe to whom he fitted in a 74%AA shoe, 
they invariably reply: “They feel fine. 
I will take them. Now, what size are 
they? Well, it does not make any dif- 
ference, anyway—they fit.” And Mr. 
Rodier says that the customers always 
come back for more. A recently made 
sale was to a woman who had “typical 
New England feet,” said Mr. Rodier, 
“T fitted the daughter to a pair of 
SAAAA tan calf one-straps.” 


Aids Hold-Up Capture 


MINNEAPOLIS, Minn. (UTPS)—Man- 
ager R. E. Roberts of the Cantilever 
Shoe Store, 25 Eighth Street S., was 
instrumental in capturing a notorious 
criminal who held him up in the store 
about closing time. The cashier, Miss 
Myrtle Croughan, and a clerk, E. B. 
‘Comer, were warned to lie on the floor 
after the hold-up. The man was cap- 
tured within a block and admitted the 
hold-up. 


Vogue Runs First Sale 


St. Louis, Mo.—The Vogue Boot 
‘Shop has started its remodeling sale, 
the first event of this kind ever run in 
the store. Max Weiss reported tremen- 
dous business. Inducements of one- 
third and one-half on shoes brought out 
their customers in good style. 

















International Trade 


BALTIMORE, Mp. (UTPS)—The inter- 
national character of the retail shoe 
business being conducted by Hess, East 
Baltimore Street, one of Baltimore’s 
leading exclusive shoe stores, is re- 
vealed in the large number of orders 
for shoes it is receiving from customers 
in Europe, South America, Asia and 
other continents. Only the other day or- 
ders accompanied by checks were re- 
ceived from China and South America. 
One was for $60, the other for $20. 
Orders, both large and small, are being 
received every week, thus attesting to 
yt ae in which this exclusive shop 
is held. 


Schiff Co. Holds Semi- 


Annual Buying Meet 


CoLumBus, OHIO (UTPS) — The 
Schiff Co., operating a chain of shoe 
stores, with headquarters at 108% 
North Third Street, Columbus, held its 
usual semi-annual buying conference at 
the Chittenden Hotel early in June, 
with 25 branch managers and district 
managers in attendance. The confer- 
ence continued for four days, adjourn- 
ing in time to permit the branch man- 
agers to get back on their jobs for Sat- 
urday’s business. 

The style situation was gone over 
completely as a number of samples of 
the new fall lines were shown and com- 
pletely discussed. Robert W. Schiff, 
president of the company, and Walter 
A. Frankhauser, secretary, were in 
charge of the conference which is held 
each year in June and December. The 
company recently established a Boston 
office at 186 Lincoln Street, which is in 
charge of Oscar Musinsky, who is act- 
ing as stylist for the company. Dis- 
trict managers in attendance were Sol 
Schiff, with headquarters in Colum- 
bus; Jack Schiff, with headquarters in 
Syracuse, N. Y.; Earl N. Coplan, with 
headquarters in Kokomo, Ind.; William 
Schiff, with headquarters in Spring- 
field, Ill.; Morris Schiff, with head- 
quarters in Milwaukee. 

The company operates a chain of 49 
retail stores, of which 12 are individual 
family shoe stores and the remainder 
are located in department stores. Sev- 
eral additional stores will be opened 
soon. 








People’s Store Opens 


RICHMOND, Va. (UTPS)—The Peo- 
ple’s Shoe Stores Company, a chain 
store organization, has formally opened 
its new store here, in the Seventh and 
Broad Street corner of the National 
Theater Building. The company was 
incorporated in Norfolk in 1919 by 
Sam Levi, J. A. Galumbeck and Sam 
Joseph, and now operates stores here, 
in Norfolk and Newport News. So suc- 
cessful have these stores been that they 
are planning to open stores in other 
Virginia cities. Mr. Joseph is in charge 
of the Richmond store. Souvenirs were 
given on opening day. 


Chenevert Changes Job 


New ORLEANS, LA.—After being as- 
sociated with Welsh & Levy of Baton 
Rouge for the past ten years in the ca- 
pacity of shoe buyer, H. M. Chenevert 
has taken a similar position with the 
Porter Clothing Company of this city. 








Sells 400 Pairs of 
Special Order Shoes 


WASHINGTON, D. C. (UTPS)—M R. 
Reichert, shoe buyer of the newly cre- 
ated shoe department of W. B. Moses 
& Sons, reports the sale of 400 pairs 
of “special order” shoes since the first 
of the year—prices ranging from $20 
to $35. “As an addition to our regular 
shoe sales, the idea of carrying 40 shoe 
styles in stock, which can be made to 
harmonize with any costume, at the 
Cousins factory, has brought in greater 
returns than we anticipated,” says Mr. 
Reichert. 

Carrying a line of shoes priced from 
$12.50 to $25, Mr. Reichert has not 
found it necessary to offer a sale since 
establishing his department. Careful 
and conservative buying, he considers 
the reason for this. “Then, too,” adds 
Mr. Reichert, “our clientele, while 
comparatively limited, has been en- 
lightened to the fact that a shopping 
expedition to New York is not neces- 
sary since New York styles can be 
brought to Washington, in view of the 
fact that of the 40 sample styles we 
carry in stock for special orders, we 
maintain a policy of not duplicating 
any of these orders—color combina- 
tions and leathers offer a wide range. 
Women who seek distinction in shoe 
styles have been eager to take advan- 
tage of this opportunity, and we have 
taken over 400 special orders since the 
first of the year—an average of over 
two a day.” 

A word about the summer decorations 
of the shoe department seems timely. 
Into the stately atmosphere of the room 
has been brought summer parasols and 
wicker furniture, simulating a sun 
porch, and permeating a coolness and 
restfulness indicative of comfort, even 
on the warmest days. 





Saturday Closing Dates’ 


MILWAUKEE, Wis.—Closing dates on 
Saturday for retail stores in Milwaukee 
have been set from July 9 to Aug. 27 
inclusive by L. S. McMeekin, chairman 
of the retail committee of the Milwau- 
kee Association of Commerce. This 
will be the third consecutive season 
that the Saturday closing plan has 
been followed in many of Milwaukee’s 
leading retail stores. The movement is 
gathering momentum each year and 
more retailers are closing their stores. 
The public has adapted itself to the 
Saturday closing by buying on Friday 
and Monday. 


Cal Mensch on Trip 


PHILADELPHIA, Pa. (UTPS)— Cal 
Mensch, managing director of the M. 
A. S. R. A. is busy these days carrying 
the gospel to Virginia and to new ter- 
ritory in central Pennsylvania. Last 
week he interviewed many retailers in 
Richmond, Lynchburg and other Vir- 
ginia towns on the benefits of the or- 
ganization and this week is visiting 
dealers in Scranton, Wilkes-Barre and 
other cities and towns in the coal re- 
gions and further west in this State. 

“Cal” reports that his visits to New 
Jersey cities and towns were encourag- 
ing in results, and that a high mem- 
bership percentage may be expected 
from that section and in Virginia. 











BOOT AND SHOE RECORDER June 25, 1927 











\ 


COUT 


HOC 
NT 


Wieeerntf{l 
bt SS 


QO ATAU EAD ACAD 


Is Coming to 


OSTON 
July 5-6-7 


We'll be there with an unprecedented array of 
early Fall shoes that will truly captivate your 
fancy, and show you how to make the coming 


season one of real profit. 





a 
=, 
oo 
—— 
—T 
ed 
—— 
— 
nd 
~~ 
a 
a 
=—_ 
—T 
a 
See 
— 
_—- 
——e 
a 
a 
————J 
——— 
a 
a 
—- 
a 
——— 
———J 
—_—_— 
a 
——J 
a 
—— 
— 
—— 
— 
a 
a 
aed 
=—_— 
=~ 
io 
— 
— 
— 
— 
—} 
se 
_— 


The patterns we’ve selected are style-tested. 
They constitute the last word in authentic 
fashion. And you'll find that the prices 


are unapproached. 


The Bleecker organization has in all truth 
outdone itself this season to give you the IN STOCK 


IN STOCK 
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As above in black satin. ' - 
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Brager Moving Shoe 
Dept. to Main Floor 


BALTIMORE, Mp. (UTPS)—A new 
and enlarged shoe department will be 
opened by Brager of Baltimore, Eutaw 
and Saratoga streets. It will be located 
on the main floor, and will occupy al- 
most half of it. Heretofore the shoe 
department had been on the second 
floor, but inadequacy of floor space has 
prompted the management to transfer 
it to the main floor, where, due to the 
discontinuance of the yard goods de- 
partments, much more space will be 
given it. Complete remodeling and im- 
provement of the section of the main 
floor reserved for the shoe department 
is in progress, and with the installation 
of new shelving, display cases, chairs, 
ete., it will rank with othér modern 
shoe departments to be found here. In 
this department women’s and children’s 
shoes will be featured exclusively. 

A feature of the new and enlarged 
shoe department will be the opening of 
an Orthopedic Department, where or- 
thopedic footwear and orthopedic ser- 
vice will be given exclusively. This de- 
partment will occupy the northwestern 
section of the shoe department, and will 
be fitted up in an attractive manner. 
This will be an entirely new innovation 
at Brager’s and is being opened with a 


view to meeting a growing need of a | 


large clientele of the store. 

Norman Davis, formerly assistant 
buyer and later buyer of shoes at 
Eisenberg’s, is buyer of shoes 


about six months ago. Due to greater 
floor space and better facilities, Mr. 
Davis anticipates doubling his present 
volume of business. 


Association Vacation 


PHILADELPHIA, Pa. (UTPS)—AIl the 
members of the Philadelphia Shoe Re- 
tailers Association have been good 
boys throughout the winter and are 
now on vacation as far as association 
meetings are concerned, none being 
held this month nor until September. 
In the meantime, President Forster 
and Secretary Dillman will confer fre- 
quently on plans for some more live 
wire sessions during the coming fall 
and winter. ; 


Zamansky’s Move 


BALTIMORE, Mp. (UTPS) — New, 
larger and better quarters have been 
taken over by Zamansky’s Shoe Shop 
at 562 North Gay Street. Shoes for 
men, women and children are being car- 
ried at the new location, just as at the 
former location at 405 North Gay 
Street. 


Shoes for Flood Victims 


PITTSBURGH, Pa.—J. Henry Gensler, 
retail shoe merchant at 239 Browns- 
ville Road, Mt. Olivet, has collected 
200 pairs of shoes for victims of the 
Mississippi Valley flood district. Some 
few weeks ago Mr. Gensler placed a 
sign in the window of his store, invit- 
ing local people to bring in their worn 
shoes, to be turned over to the thou- 
sands of people left destitute by the 
great disaster in the lowland section 
of the Mississippi Valley. The re- 
sponse was a generous one, and sev- 
eral shipments have been made. 





at | 
Brager’s, having joined the latter store | 





Sterling Dept. to Move 


MINNEAPOLIS, MINN. (UTPS)—The 
men’s department of the Sterling Shoes 
Corporation at 524 Nicollet Avenue 
after five years is to move to a location 
not yet announced. The change is nec- 
essary because the Bond Clothing Co. 
adjoining has leased the property, or 

feet frontage, Manager E. W. 
O’Reilly reports. The women’s store 
was removed two years ago to 614 Ni- 
collet Avenue. 


Baltimore Shops Feature 
Shoes of Sports Type 


BALTIMORE, Mp.—(UTPS) — Sports | 


footwear for both men and women is 
being featured and pushed by some of 
the leading shoe shops here. Footwear 
for golf and tennis is receiving consid- 
erabie attention. A good deai of win- 
dow space is being devoted to it, some 
of the shops devoting an entire window. 
The large number of devotees of goli 
and tennis are making profitable the 
featuring of golf and tennis shoes, with 
a few of the stores reporting sports 
footwear to be one of the outstanding 
features of the present footwear activ- 
ity. White in both golf and tennis 
shoes is the reigning favorite. 


Boosts Gilchrist Boys 


BostoN—William L. Weiss, the new 
shoe buyer at The Gilchrist Co., re- 
ports that he is much pleased with the 
Gilchrist shoe organization. “It is 


very fortunate for a new buyer to come | 


into a store and find such a wonderful 
corps of cooperators as I have found 
in the boys and girls at The Gilchrist 
shoe department,” said Mr. Weiss re- 
cently. Mr. Weiss has appointed E. J. 
McManus, formerly assistant to Man- 
ager Fred W. Small, and now assistant 
to Mr. Weiss as buyer of staple shoes 
and findings. Mr. Weiss feels that as 
Mr. McManus was associated with Mr. 
Small for so many years he is par- 
ticularly well adapted to please the 
store’s clientele in “the bread-and-but- 
ter” lines in which the department had 
previously specialized. Mr. Weiss, him- 
self, will concentrate on the new style 
end of the women’s business. 

Mr. Weiss has given to James S. 
Frank, who has been with the Gil- 
christ company for the past eight or 
nine years, the handling of the men’s, 
boys’ and children’s department. 


A $900 Single Sale 


BostoN—Three sisters from Wiscon- 
sin bought complete wardrobes of 
shoes from Salesman J. C. Rice at the 
Henry H. Tuttle Co. store recently. 
One of the Northwestern ladies bought 
eleven pairs; another twelve; they also 
bought hosiery to harmonize. John 
Fischer, proprietor of the Henry H. 
Tuttle Co., reports that the $900 single 
sale at his shop is not an unusual oc- 
currence—that these occurrences take 
place almost every week. “These la- 
dies, and other visitors to Boston, buy 
big bills of shoes at our store as often 
as three or four times a year,” said an- 
other salesman. They evidently believe 
in concentration in the matter of foot- 
wear purchasing. The price range on 
women’s shoes at this store is from 
$10 to and including $40. It is stated 
that one of the Wisconsin women 
bought two pairs at $35 each. 


Executive Committee 
O. K.’s Convention Plan 


PHILADELPHIA, Pa. (UTPS)—The 
executive committee of the Middle 
States Shoe Retailers Association at its 
meeting here approved the work re- 
ported by the special committee on the 
arrangements for the annual meeting 
of the association at Atlantic City Jan. 
23-25 next. The arrangements for the 
display rooms were reported as coming 
along nicely, many exhibitors being 





interested by the fact that the rates for 
|these rooms are to be considerably 
|lower than those at the Washington 
| show. 
The plans for the style show in con- 
| junction with the convention were dis- 
| cussed but were laid over until the Oc- 
tober meeting of the executive com- 
| mittee, by which time it is expected the 
trade will be ready for active coopera- 
tion in this feature of the gathering. 
The committee inspected several sug- 
gestions for an official seal and finally 
selected one which will be ready soon. 
| The Atlantic City meetnig will be the 
fourteenth annual one of the associa- 
tion, and the committee plans to make 
it the largest and best ever. 


Warm Weather Moves 
White Shoes in Boston 


BosTton.—White shoes have come 
into a new prominence with the warm 
weather of the preceding week. One 
retail shoe merchant selling high 
grade shoes says he can see whites a 
good seller for the next six weeks. 
|In an_ exclusive store featuring 
women’s shoes from $10 to $40 the 
pair, and men’s shoes from $9 to $20 
the pair, white is reported as a big 
seller. In women’s shoes, white kid 
has the strongest call; in men’s shoes, 
there is a big demand for all white 
buck, and other sport shoes in white 
and tan, and white and black leathers, 
with the latter combination the favor- 
ite. Leather soles are the favorites 
with men white shoe customers, even 
on the distinctly sport models, although 
a few rubber soles are moving well. A 
Scotch grain sport shoe with a cordo- 
van saddle, and heavy rubber sole, is 
moving well as a real golf model. 

In women’s shoes, in a very high- 
grade shoe store, tapestry one straps, 
in rose patterns, with red or green 
trims. Toyo straw shoes in a fine 
black and white weave; the loosely 
woven basket weaves in white and red, 
shades of gray and tan, are close sec- 
onds to shoes of all white and all 
black, or black with dainty colored 
trims. To wear with these shoes, the 
flesh shades of chiffon hosiery are 
chosen in mauves, nudes, novelle honey 
with perfectly blended heel and toe of 
Uribi tan (one of the new antelope 
shades), shadow with black heel; cin- 
nabar with the black heel, and Ali 
Baba (a shade between mauve and 
dust). Chiffon hosiery is the biggest 
seller. A service weight chiffon, with 
a four-inch lisle welt. all silk over the 
knee, is a new favorite at a price of 
$2 the pair. 

There are many sales in the medium 
grade stores, with light colors in good 
styles moving well at bargain prices. 
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New Yorkers Play Golf 


New YorkK—Members of the execu- 
tive committee of the Retail Shoe Deal- 
ers Association of New York last week 
combined business with pleasure by 
holding a meeting at the Fairview 
Country Club, Elmsford, N. Y., and 
later devoting the remainder of the day 
to golf. The meeting was given over 
to a discussion of the recent leather 
advances and to the sampling of re- 
tailers by tanners. No definite action 
was taken on either matter, but the 
discussions served to clarify opinion 
among the retailers. A tax reduction 
committee, headed by John Slater and 
consisting of Mr. Slater, Mr. Parker 
and Mr. Hart, was named by President 
John Holden, who presided at the meet- 
ing. 

Among those present were Messrs. 





Slater, Holden, Hart, Hirsch, Fitz- 
harris, - Bowen, Barmann, Treibitz, 
Parker, Diemer, Deutsch, Bender, 


Kohn, Pick, Fox, Laycock and Maurice 
Miller. 





New Shoe Stores 


A. J. Roepke, Shawano, Wis. (store 
also at Birnamwood). 

A. C. Leske (shoe dept.), Peyton’s 
Ready-to-Wear Store, San Antonio, 


Tex. (Will open Aug. 1.) 
Lee Francisco, Gerrits Brothers’ 
Building, Waupun, Wis. 
Ferguson’s Boot Shop, (Ray N. 


Ferguson, manager), 8 East Bridge 
Street, Oswego, N. Y. 

Nelson Shoe Store (David T. Jacob- 
son, proprietor), 540 Nostrand Ave- 
nue, Brooklyn, N. Y. 

The Nisley Shoe Co., Toledo, Ohio. 
(32d store opened). 

Hootstein & Seigel, Mariposa and H 
Streets, Fresno, Cal. (men’s shoe and 
furnishings store). 


The Moniesworth Store, Newman, 
Cal. (shoe dept.). 
Silber & Sellinger, 254 St. Anns 


Avenue, New York City. 

J. E. Trice, Duncan, Okla. 

The College Boot Shop (Alvin T. 
T. Thorpe, manager), Main and Third 
South Streets (shoes for the entire 
family) (basement of Schramm-John- 
son Drug Store), Salt Lake City, Utah. 

Broadway Booterie, 835 Sixteenth 
Street, Denver, Colo. 

L. C. Kain & Son, Wilmington, Cal. 
(other stores at San Pedro). 

“Van Degrift,” 113 West Broadway, 
Glendale, Cal. (children’s shoe store). 

C. H. Baker, Pasadena, Cal. (to open 
in September). 

The C. F. Massey Co., Rochester. 
Minn. (shoe department, to open July 
15) (C. A. Johnson in charge). 

Fairmount Avenue Shoe Store, Bos- 
ton. 

The Shoe Market (Shattuck Avenue 
Store; H. H. Hobson, manager), 2072 
San Pablo Avenue, West Berkeley, 
Cal. 


Paul Tieberg (H. A. Gralnick, man- 


ager), 1212 Washington Street, Oak- 
land, Cal. 

Mike Biltz (shoe dept.), National 
Dollar Store, (second story) Eleventh 
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Merchandising Fundamentals 
By Ernest A. Burrill 


Retail Contact Man, Geo. E. Keith Co. 
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x 30 Prs. per line 


x5 per pair 





It is the lack of a size and not the lack of a style that causes 
A stock of 100 lines of 40 pairs to a line 
will do more business than a stock of 200 lines with 20 pairs to a 
line. Most all shoe dealers are guilty of carrying too many kinds 


No dealer can have them all anyway. 
Conflicting lines breeds overstock. Ten lines will create some 
Twenty lines will create twice as many. 


Concentration is the first fundamental of rapid turnover. 
leathers, grades and heels provide four ways for stocks to 
“spread” out even before considering patterns. 


(The seventh of a series of ten merchandising sermons in tabloid form. 
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Fewer lines, more sizes. 
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Interesting Summer 
Vacation Display 


AusTIN, TEx. (UTPS)—The Carl H. 
Mueller Shoe Store is the first to tie- 
up with summer vacation season 
through his suggestive displays. For 
his window of men’s shoes, a series of 
long railroad tickets were attached to 
the front of the window to form the 
letter V and suggest vacation. To the 
center of the window a toy railway 
track was placed, while a passenger 
train runs upon this track. In the cen- 
ter of the circular track is a large 
attractive traveling bag of all leather, 
while within this bag are two pairs of 
shoes. One a smart dress shoe of tan 
on a medium last, while the other is 
a sport shoe in black calf with large 
trimmings of grey. 

A golf bag with clubs, fishing tackle, 
artificial baits, thermo-jug, outdoor 
magazines, time tables and vacation 
literature of all types were blended 
into the attractive layout of men’s 
shoes for every occasion. Oil painting 
of outdoor scenes stood out in the 
display to make it even more sug- 
gestive. 

The woman’s window was likewise 
dressed to appeal to the vacation 
spirit. The large letter V was formed 
in the same manner, while to the center 
of the window was a large open ward- 
robe trunk that contained a full assort- 
ment of smart traveling shoes, sport 
shoes, house shoes, and hosiery. Golf 
equipment, hat box and hiking boots 
completed the suggestive display along 
with the usual layout of shoes in all 
colors, designs and patterns. These 
windows have helped to create the vaca- 
tion spirit and have been largely re- 
sponsible for early sales to people com- 





and Washington Streets, Oakland, Cal. 


pleting vacation arrangements. 











How to Meet Competition 
[CONTINUED FROM PAGE 114] 


E. S. Barlow, keen student of shoe 
merchandising, spoke on the subject of 
“Selling Men’s Shoes.” He demon- 
strated how different men and women 
are in their buying habits—that where 
a merchant selling women’s’ shoes 
priced and styled them right, gave them 
proper window and store display and 
courteous service would succeed, using 
the same methods for selling men’s 
shoes would result in failure because 
of the very much different buying 
habits of men, who, he said, are crea- 
tures of habit and are not shoppers. 
Women are students of values, whereas 
the average man does not know values, 
making it necessary for the merchant 
to have merchandise which has favor- 
able acceptance for building men’s 
trade. The shoe merchant today must 
know selling and therefore must think 
in terms of customers rather than 
merely shoes. To resist the inroads of 
clothing store competition selling men’s 
shoes, he pointed out that the shoe re- 
tailer must gear up his selling knowl- 
edge and use at least one well known 
line of men’s shoes for attracting the 
man into the store, thereafter depend- 
ing upon the shoes and store service to 
hold the new customer. 

Monday evening was a stag night, 
with a record attendance. Tuesday 
afternoon’s big attraction was the dis- 
play of each salesman’s best numbers 
on models, with a style show Tuesday 
night, followed by a dance party re- 
sembling New Year’s festival. 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
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New Styles in 
Women’s Shoes 
More Serviceable 


— 


Some Lynn Firms Have Already 
Jumped Their Prices to Cover 
Current Higher Leather Costs 


LYNN—New samples are ready for 
the July markets. They are, in a gen- 
eral way, simpler and more serviceable. 
There will be but a few weeks in which 
to make up shoes for early fall, after 
orders are placed in July. 

Prices have come to a head. Some 
Lynn firms have already marked them 
up. Upper leather is from one to five 
cents a foot higher, with fine special- 
ties at a new peak. Ten per cent 
more leather per case is required for 
cutting some of the new fall styles 
over the amount needed for the simple 
summer fashions. Soles and bottom 
stock are also higher. Increase in foot- 
age, as well as increase in prices, 
makes a compound increase. Further- 
more, there are fewer firms from which 
to buy leather, as well as_ shoes, 
for there has been a steady liquida- 
tion of manufacturing concerns over 
a period of years. Credits are being 
tightened up, and there is a general 
movement to bring the entire shoe and 
leather industry nearer to a cash basis. 

Blacks continue to maintain their 
strength. They lead in Lynn sample 
lines. Some patent leather is up five 
cents a foot. Black suede and black 
kid are in the new fall shoes. It is ex- 
pected that autumnal tones of brown 
will come along strong. A shift in col- 
ors is needed to maintain volume of 
sales. Tanners of fancy leather report 
an encouraging increase in the demand 
for samples, with snakes foremost, and 
polished pig grain for something new. 
Alligators and lizards continue. The 
matching of shoes, bags and dress 
trimmings will continue in the fall. 

In lasts and patterns; the main idea 
is to get more shoes fitted right. From 
many buyers come reports that women 
are more particular about the fit of 


their shoes, both as regards trimness , 


and comfort. Several reports tell of 
the fitting of shoes a half or a whole 
size longer. But sole cutters note no 
change in the run on sizes of soles, 
which they would naturally expect if 
shoes are getting larger. However, 
some sole leather firms tell of a call 
for wider soles, and, also, for plumper 
soles, a condition which indicates a de- 
sire for more leather under the feet. 
Production of turn shoes, with plump 
soles, is increasing. By reason of the 
use of new machines, it is possible to 
level down the bottoms of turn shoes 
so as to get an extra close edge as well 
as a welded seam. Some makers of 





McKays are putting soles a half or a 








whole iron thicker on their new shoes. 

In patterns, there is going on quite 
a development of bow and buckle 
trimmed pumps. Opera and _ strap 
styles are staple. Wider straps are 
noted on some new fall models, and. 
also, two and three straps. Oxfords, 
which usually gain in the fall, show 
anywhere from two to seven eyelets, 
some invisible, some embroidered and 
some of the novelty style. 





Shoes Shown in “Saint 


Paul Made”? Exhibit 


St. PAUL, MINN. (UTPS)—Five shoe 
manufacturers took part in the second 
annual “Saint Paul Made” exhibit in 
the Emporium store, continuing three 
days. The exhibitors numbered 177. 
The shoe firms that took part are: 
Foot Schulze Co., Freeman Thompson 
Shoe Co., Gosselin Shoe Co., Gotzian 
Shoe Co., O’Donell Shoe Co. 





Stole 49 “Rights” 


PHILADELPHIA, PA. (UTPS)—Her- 
bert Robbins, shoe salesman, is worry- 
ing, and so presumably is the thief who 
stole Robbins’ sample cases, one con- 
taining 49 shoes, from his automobile 
while he was calling on a “prospect” 
here. Mr. Robbins is concerned over 
the loss of his sample cases while the 
man who stole them probably cussed 
when he found the 49 shoes are all 
“rights.” 


Haverhill Plans Campaign 


HAVERHILL—Haverhill shoe men de- 
clare that they are entering the new 
season with better defined policies rela- 
tive to patterns and shoe styles than 
in any previous season. This, it is de- 
clared, will work a great benefit to the 
industry, preventing not only many 
production evils, but also minimizing 
the dangers of cancellation. “Plainer 
shoes and better shoemaking” is the 
slogan for the new season, and sam- 
ples now being itroduced indicate that 
the new footwear has both character- 
istics. A vigorous campaign will be 
launched by the local manufacturers 
beginning early in July with the Bos- 
ton style show and continuing until the 
early fall months. Haverhill delega- 
tions for the Boston show are regis- 
tered at the Statler, the Copley-Plaza, 
and the Westminster. 





To Exhibit at Boston 


CoLuMBuUSs, OHI0O—W. T. Dickerson, 
managing director of The Lape & 
Adler Company, Columbus, Ohio, to- 
gether with A. P. Richards, New En- 
gland representative, will have the new 
line of L. & A. shoes on display from 
July 2 to 9 at the Copley Plaza Hotel. 
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Duane Buys Heel Plant 


HAVERHILL—The Duane Shoe Co., 
makers of women’s high grade flexible 
McKays, recently purchased the wood 
heel plant of the A. C. Witham Com- 
pany, which will be operated under the 
Duane management. There has been a 
decided movement in the history on re- 
cent months on the part of shoe manu- 
facturers to acquire their own wood 
heel plants, or to operate their own 
finishing departments. This arrange- 
ment enables an economy and permits 
many efficiencies. The Ornsteen Shoe 
Company, the Rickard Shoe Company, 
and the Greenstein Shoe Company are 
a few maintaining such auxiliary units. 


National Credit Men 
May Have Shoe Division 


MILWAUKEE—Credit men for Mil- 
waukee shoe manufacturing plants are 
inclined to favor the plan of creating 
a shoe division of the National Credit 
Men’s Association, which was discussed 
at the recent annual convention of that 
body in Louisville. The plan was pre- 
sented to the Shoe Credit Men’s Asso- 
ciation here at its June meeting by 
delegates to the national convention of 
eredit men, who were: D. L. Sawyer, 
F. Mayer Shoe Co., president of the 
local association; A. J. Schoenecker, 
V. Schoenecker Boot and Shoe Co.; R. 
S. Shannon, Weyenberg Shoe Manu- 
facturing Co., and F. S. Lawrence, 
Portage Shoe Co. 

Mr. Sawyer is a member of the com- 
mittee appointed by the National 
Credit Men’s association to investigate 
the creation of such a division and will 
meet in a short time with other mem- 
bers of that committee for discussion. 

Other reports were given on the con- 
vention by the delegates. The main 
discussion of the meeting centered 
around the private trusteeship versus 
the adjustment bureau _trusteeship. 
This subject was discussed at the joint 
meeting a few months ago with the 
Chicago association and will come up 
at the next joint meeting of the two 
associations. 

A committee was appointed by the 
local association to investigate taking a 
booth at the annual convention of the 
Wisconsin Shoe Retailers’ Association 
which meets here in August. 








To Sell Stedfast Products 


BostoN—The Stedfast Rubber Co. 
has made arrangements with the Amer- 
ican Stay Co. of East Boston to act 
as their agents on their Stedfast line. 
The American Stay Co. has built up 
a considerable volume of business by 
specializing in stays cut from the Sted- 
fast fabric, and they expect to do as 
well with the sale of the other Sted- 
fast products as they have with the 
Stedfast stays. 


Best-Ever Office Moved 


New YorK—The Best Ever Slipper 
Company have moved its New York 
office in the Marbridge Building from 
room 540 to 643. The new office has 
been decorated very attractively, and a 
full line of slippers is kept on display 
there at all times for the convenience 
of buyers. 











Good Increase Noted in 
Haverhill Turn Production 


Immediate Business Takes De- 
cided Spurt—Styles Simpler 


HAVERHILL—Immediate business has 
taken a decided spurt during the past 
week with orders for seasonal merchan- 
dise now keeping a goodly number of 
plants busy. The men’s slipper busi- 
ness, too, an annual Summer feature, 
is helping make production figures ap- 
pear more encouraging. The industry 
is now on the five-day a week Summer 
schedule, but applications are being 
made for Saturday morning work on 
the strength of the stimulus of this im- 
mediate business. 

The turn plants appear to be bene- 
fiting to a larger degree, although bet- 
ter grades in McKays are in movement. 
Many buyers have been in the market 
recently, although buying for Fall has 
not yet gained any momentum. Shoe 
men are making substantial purchases 
of stock in anticipation of the new sea- 
son and to cover probable market ad- 
vances. Sampling for Fall continues, 
with many firms holding some smart 
numbers for introduction in the Bos- 
ton market in July. Factories selling 
the chain store and wholesale trade are 
active on business for the July book. 
The prediction of a come back for turn 
shoes, weekly receives fuller confirma- 
tion. 

Much talk is heard of oxfords up to 
eight-eyelet patterns, but oxford types 
have not yet begun to move in volume. 
The opening of school and college trade, 
still several weeks ahead, is expected 
to witness the movement of this class 
of merchandise. Plain slippers and one- 
straps, both in medium and broad strap 
effects, are prominent in every line. 
Plainness, without the sacrifice of 
smartness, is the vogue. 





Bickel Joins Central 


St. Louis, Mo.—E. H. Bickel has 
joined the Central Shoe Co. in the 
capacity of merchandising style man- 
ager of women’s shoes. Bickel is one 
of the best known shoe men not only 
in St. Louis but throughout this terri- 
tory. He managed a retail store in 
St. Louis for many years, later going 
to the Shoe Specialty Co. and after that 
to the Friedman-Shelbv Shoe Co. branch 
of the International Shoe Co. In his 
new position, Bickel will have full 
authority in the selection of women’s 
styles for the Central Shoe Co. 





Salomon Sails for Europe 


New York—Edward Salomon, head 
of Salomon & Phillins, well-known 
leather house of New York, sailed on 
the S.S. Majestic on Friday, June 24, 
for a two months’ sojourn abroad. 

He will make his headquarters in 
Paris, and will visit other important 
European centers. He hopes to make a 
thorough survey of the stvle trend 
abroad. both as to shoes and leather, 
and will bring back with him many new 
things which he will adapt for the 
spring season of 1928. 








WHERE TO BUY 
Men’s Shoes 












K-20 HAND LASTED 


ION F-REYNOLDS Comm, 
BROCKTON MASS. . 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








50 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. OO. 
Rockland, Mass. 




















WHERE TO BUY 
Standard Shoe Materials 














Strong and Flexible 
Counter Board 


Made from 
els — 


The Sterling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 


West Virginia 


Exacting standards of manufacture 
produce Uniform Quality. 








Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








The One 
Waterproef 
Leather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Daaversport, 95 South St., Bosten. Mase. 
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WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 
k 000 to $15,000 a Year 
See een tuple Cabepely. the 
field. Study at largest foot elinie 
posutty of a, surgeons, chirop- 
Finest laboratories and equipment. Feur- 
successful year. Entrance requirements, 4 
date" Setober ““Opvartaniion ory wu 
5 5 unities 
y --%, Write fer catalog. Dept. B 
ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicage 


at. 














WHERE TO BUY 


Men’s & Women’s 
Slippers 


Gortgtey,. 


REGISTERED 


The Quality 
Pallman Slipper 
a BLACK TAN 


wan Shoe Co., Baltimore, Md. 























PARISTYLE FOOTWEAR MFG. CO. INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B'way 
HIGH GRADE TURN MULES and D’ORSAYS 
@atins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up. 
Catalog 
sent on 
request 


Men's All Leather House Slippers 


IN 8TOCK 
— Operas 















@olden Brown Kio 


Heel. 

Send fer Samples 

ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 











tum; rubber heel; 
rights and lefts: 8 to § 
WM. SUMNER SMITH 
825 Mearee Street 


Chieage, tll. 























NoveltySlipperCo. 


Makers of 
Beudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 





Orders Are Being Placed 
for Early Fall Footwear 


MILWAUKEE—Orders from the trade 
are coming in in good quantities and 
the business is very fine, according to 
Fred W. Callies of the Rich Shoe Co., 
here. Mr. Callies said that the black 
patents and suedes are having the best 
demand from the trade and a few black 
kids are moving also. The Rich com- 
pany expects to have a good business 
on black satins during the fall and is 
preparing to meet the demand which 
is expected to come. Some dark brown 
kids are also being taken by the trade 
now for early fall footwear. Straps, 
pumps, and oxfords are all enjoying a 
good demand, with the slight prefer- 
ence being shown for the straps. 

A little of everything is moving at 
the Huth and James Shoe Manufac- 
turing Co., reported E. C. Huth. He 
said that black calf is running first in 
sales with black patents second, and 
then the darker shades of tan. In the 
style patterns this company is showing 
a wide variety, and tie effects in the 
10/8 and 12/8 heels and the flat heeled 
oxford are both good movers. The 
trade is buying now for June, July 
and early August delivery. The com- 
pany is preparing to increase its pro- 
duction to 1200 pairs per day within 
the next few weeks, as new machinery 
is being installed for this purpose. The 
production at the present time is run- 
ning between 700 and 800 pairs daily. 

Business was characterized as just 

fair at the B B Shoe Co., by George 
Peterson, who said that an improve- 
ment was noted in the last period com- 
pared to other ones, and the company 
is looking for an increase in business 
for the future. Mr. Peterson said that 
they did not ship as much in May. The 
plain black patent leathers with Cuban 
heels are holding the lead over all 
other types. The gored pumps are 
very good, Mr. Peterson reported. 
while other pumps are moving. Ties 
are holding up well but straps are only 
fair. .The styles for fall, according to 
him, will be mostly ties in oxfords. 
Blacks and copper browns will be the 
predominating colors, with patents 
continuing to lead the market. There 
will also be a few black kids. 
Children’s business is very good, ac- 
cording to H. P. Plass of the Simplex 
Shoe Manufacturing Co., and better 
than a vear ago for this period of the 
year. The light shades are moving to 
the trade now for the summer and Mr. 
Plass looks for blacks to. be very good 
for fall and the darker shades of 
brown also. 


Bachman Factory Active 


HARRISBURG, Pa. (UTPS)—Follow- 
ing a shutdown of a week, for taking 
inventory, the M. H. Bachman shoe 
factory, Wood and Wilson Streets, Mid- 
dletown, has resumed operations on a 
capacity basis, and Mr. Bachman, who 
formerly was_ identified with the 
Kreider Shoe Company chain, an- 
nounces he has enough orders on hand 
to keep the factory going at full speed 
all summer. The company is com- 
paratively young, but it employs fifty 
people and has a weekly payroll ex- 


Rosenwasser Corp. Active 


New YorK—The Rosenwasser Shoe 
Corporation, 25 Wilbur Avenue, Long 
Island, City, which took over the slipper 
department of Rosenwasser Brothers, 
which has been liquidated, is now in 
full operation. The new firm is headed 
by Leo Rosenwasser, president; Charles 

aas, vice-president, and Irving R. 
Rosenwasser, secretary. 


Benoit with Royal 


RANDOLPH, MAss.—Marble G. Benoit, 
one of Brockton’s well-known shoemen, 
is the new superintendent of the Royal 
Shoe Co., of this town. Mr. Benoit has 
been connected with shoe making since 
he was 15 years old. His first position 
was with the W. L. Douglas Shoe Co., 
first in the last department, and soon 
after was appointed manager of this 
department. This was in 1902. He re- 
mained here until 1919, and then went 
to the Douglas Branch factory at Marl- 
boro, Mass., where he acted as assistant 
superintendent for 18 months; he was 
then transferred to the home plant as 
foreman in different departments. In 
1917 he entered the employ of the Dia- 
mond Shoe Co. as production man. He 
spent two years here, one year in Can- 
ada, and one year in Detroit, coming 
back to Brockton in 1922, and joining 
the Gill Shoe Co., as superintendent of 
production. After five years there, he 
comes to his present connection. 





Lower Price List Granted 


BrockTON—Production of cheap shoes 
at this center should further increase 
following the decision of the State 
board of conciliation and arbitration, 
handed down June 15, which lowers 
wages of workers from 5 to 6 per cent 
and which will enable the several manu- 
facturers desirous of turning out such 
special lines to figure on a lower cost 
of production. 

hile the decision is given particu- 
larly in the petition of the Corcoran- 
Gleason Shoe Company, the schedule of 
prices is expected to hold also for sev- 
eral other firms, about a half dozen in 
number, which have been awaiting the 
outcome of the appeal before negotiat- 
ing with the respective locals of the 
Boot and Shoe Workers’ Union for 
similar wage lists. Now that the rul- 
ing has been announced, there is a re- 
port that similar price agreements will 
be filed by at least a half dozen con- 
cerns. Whether or not the unions will 
demand that the State board also ad- 
Judicate those cases is a matter of 
conjecture. 


Now Making Turn Shoes 


HAVERHILL—The Tessier & Bowdoin 
Co., which a season ago began the 
manufacture of women’s McKays, has 
return to the turn field and is now busy 
putting out a line of women’s high 
grade turns. The Tessier & Bowdoin 
turn line is well known to the trade and 
with the predicted revival of the turn 
shoe, Burt Bowdoin, of this firm, a well- 
known stylist and practical shoe man, 
hopes to add to his already high repu- 
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WHERE TO BUY 
Children’s Shoes 








Spares 


for the distributing trade only 


A. N. WOLF SHOE COMPANY 
Denver, Pa. 








66é ELAM 93 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 


Shoe Ornaments 














ZER BROTAE 

Newest Importations . 

Cut Steel and Rhinestone 
AMENT/“ 


SHOE ORN, 
Studded Heels 
6°8W.32ndSt.New 


A 6 ee 


WHERE TO BUY 


Heel Protectors 


0 A 6 ee A eer 





A PROFIT MAKER 
to 1 at 





PATENT APPLIED FOR 


MEMPHIS, TENN 

















Plainer Shoes Coming 


New YorK—Several years ago the 
Bond Shoe Company of New York, 
prominent wholesalers, launched out 
into the manufacturing business with 
a fine up-to-date plant in Lynn, Mass. 
There is hardly a month in the 
year that they are not running to 
capacity production. Harry Schvey, 
who is the head of the entire organiza- 
tion, both the New York branch and 
the Lynn factory, is recognized as one 
of the foremost shoe stylists of the 
country. He makes his headquarters 
in New_York with frequent trips to 
Lynn. Mr. Schvey in a recent inter- 
view predicted that for the fall season 
we would see a marked trend toward 
plainer shoes, with black and brown 
predominating, the materials being 
suede and patent. 











Roose Goes With Carter 


NASHVILLE, TENN.—W. C. Roose has 
been appointed to succeed R. E. Mc- 
Loughlin in charge of sales and adver- 
tising for the J. W. Carter Company, 
Nashville, Tenn. 

Mr. Roose has had a wide experi- 
ence in shoe merchandising, having 
been at one time connected with the 
sales department of the F. M. Hoyt 
Company of Manchester, N. H., and 
later with A. J. Bates Company, and 
was at one time in charge of the sales 
for E. B. Piekenbrock Company, Du- 
buque, Iowa, and lately was president 
of the Capital City Corporation of Au- 
gusta, Me., which company recently 
liquidated. 

Mr. Roose has a wide acquaintance 
in the trade. His views on merchan- 
dising, delivered at many of the state 
conventions of shoe retailers, have re- 
ceived much favorable comment. 


Royal Shoe Changes Hands | 


RANDOLPH—F red L. Hayes of Brock- 
ton, prominent shoe factory executive, 
has acquired most of the stock of the 
Royal Shoe Company in this town fol- 
lowing liquidation proceedings, and al- 
ready has begun manufacturing of up- 
ward of 20 cases a day, hoping to 
increase gradually. He acquires the 
name of the concern and its trade, and 
has taken over the shoe machinery 
leases. Peter Sullivan, one of the 
former stockholders, will serve as sales- 
man and will visit former customers in 
connection with the business of the new 
concern. Mr. Hayes formerly was with 
the Trojan Shoe Company, but more 
recently he was in business for himself 
in Brockton, specializing in shoe fitting. 


To Market New Heel 


CoLumMBus, OHIO (UTPS)—The heel 
and sole department of the Lancaster 
Tire & Rubber Co., with headquarters 
in Columbus and a factory in Lancas- 
ter, Ohio will soon be on the market 
with a new line of rubber heels. The 
equipment of the department is being 
renewed and the new line will be 
ready about June 15. The line will be 
marketed under the trade mark “Lan- 


tico” heels which takes the place of 
the “Scioto” line, formerly the trade 
mark of the department. The heels 


will be of improved design and the 
same quality as formerly. With the 
new equipment installed the capacity 
of the plant will be 70,000 heels, 13,- 
000 soles and 1000 strips or slabs, all 
of which are used in the production of 
shoes. W. W. Hunt is manager of 
the department of the company. 


Home from World Cruise 


BROCKTON, Mass.—Myron L. Keith, 
vice-president of the George E. Keith 
Co., and Mrs. Keith, who left here early 
in January for a world cruise, arrived 
home recently. Mr. Keith reports that 
Mrs. Keith and he are in excellent 
health and that they have had a most 
enjoyable trip. 
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WHERE TO BUY 


Women’s Novelties 











Your Chance for Big Profits 
Price only $3.25" less 20 per 
cent (nets you $2.60). Min- 
imum order 12 pairs, maximum 
36 pairs. 

Order now while you can get 
exact sizes. 

SAMUEL COHEN SHOE CO. 

72-82 Lincoln St. 


Reston 






“Aero” 





Mass. 








Latest Styles at 
gray Prices 


in Stock. ~ 
SL-NEW YORK 
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WHERE TO BUY 
Ballet Slippers 
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LYONS AND COMPANY 
Hand Turn BALLETS 
| Wo's. Miss’ Chad's. 
r $1.45 $1.40 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y 












N™ 


ALLETS 
Tarn, Viel Kid 
Impreved In Stock 


Soft Toe: sree ® $1.15. 
Misses’ $1.20; Women's 
$1.25. Hard tee: x" . 
$2.25; Misses’ $2.3 
Wemen’s $2.35. 


Also Better Grades 
In Stock oe ae sil New’ Vert 
Everything 5 le Silpper: 





Samples on Request 








BALLET SLIPPERS—IN STOCK 

of the unusual kind 

B02 Bik. Glazed Kid, Soft Tee 
Child’s 6 to ti—$1.35 

Steere ti to 2— 1.40 

Women’s 2% te 8— 1.45 


Also Hard Toes 
HERDER, Ine. 





SCHWARTZ & 
Specialists in Ballet Manufacture 


241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 






Children’s, 
Send for Mail orders prompt- 
Samples. ly attended to. 
HOUTH & ROSENBERG SHOE CO, 
124 N. 3rd St., Philadelphia 













Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE OO., INO. 
147 Deane St., 
New York, N. ¥. 
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Two World Wide Favorites 


DU-FLEX WAFFLE and RUF-TRED 
Both made of our patented GRISTLE material 


In common with other high grade 
products, someone tries to imitate 
them with something worse that 
sells for less. In this case the 
wearer loses. He would willingly 
pay a few cents more for his shoes 
with the ORIGINAL DU-FLEX 
GRISTLE SOLES, as they would 
give him much longer service, and 
perfect satisfaction in every way. 
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ANE MA 


(FF R 


The average person takes advice and 
accepts what his dealer recom- 
mends. Why not sell your cus- 
tomer a tried and true guaranteed 
product? 


ARK > y 


Te Mi 


R me MK RA 


Your manufacturer can _ supply 
DU-FLEX GRISTLE soles _ in 


twenty different styles. 


Ne Ma 


FF RA 


See our full line—Booths 17 & 18, 


BOSTON SHOE & LEATHER 
FAIR, 
HOTEL STATLER, 


July 5-6-7. 


AVON SOLE COMPANY 


AVON MASSACHUSETTS 
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ANA De re ANE MAb eet 


Exclusive manufacturers of 


DU-FLEX SOLES 
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‘Bottom “Designs 


Buu plain and fancy designs, as 
well as trade-marks, can be put 
on the bottoms and heels of shoes, 
after they are finished, with the 
NURLING MACHINE— MODEL A. 
Either gas or electricity can be used 
for heating the wheel employed in 
the operation, which is a very sim- 
ple one. The results obtained add 
materially to the appearance of the 
finished produd. 
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Nurling Machine — Model A 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Auburn, Maine................ 87 Main Johnson City, N.Y............ 276 Main New York, N. Y......... 37 Warren 
Brockton, Mass. » a 306 Broad Philadelphia, Pa........ 221 North 13th 
Chicago, Ill... .... > 11 Florence Rochester,N. Y................ 130 Mill 
Cincianati, Ohio Milwaukee, Wis 258 Fourth St. Louis, Mo 1423 Olive 
Haverhill, Mass New Orleans, La........... 216Chartres San Francisco, Cal.......... 859 Mission 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

Ze per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





‘ Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SLIPPER SALESMEN 


MICHIGAN, OHIO, INDIANA and KANSAS. 


We have an ideal proposition to offer 


on Kozy Komforts most complete SLIPPER LINES to active Shoe Salesmen—traveling 
via Automobile. Our lines include all styles and combinations in slippers—LEATHERS, 

ATINS, WOOLSKINS and SUEDES—carrying POPULAR PRICES, that produce real 
volume from the Department Store and Retailers. OOMPLETE IN-STOCK PROPOSI- 


TION. Advances made on Sales. Write full details today. 


Kozy Komfort Shoe 


Mfg. Co., 1701 Richard Street, Milwaukee, Wis. 








SALESMEN 
Strong in-stock line of medium priced 
Boys’, Misses’, and Ohildren’s Shoes. 
Nebraska, Kansas, Missouri, Arkansas, 
Texas, Louisiana, Mississippi, and Ala- 
bama territories open. Can be carried as 
side line. State experience. Address 
C-896, care Boot and Shoe Re- 
corder, 1627 Locust St., St. Louis, 
o. 


WANTED—Salesman for New Eng- 
land territory, also salesman for Pacific 
Coast; also man for the South including 
the Atlantic coast territory. Commission 
basis. One of the oldest, successful 
manufacturers in the country making 
WOMEN’S POPULAR PRICED, wood- 
heeled Novelty McKays. Address 
C-891, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 


SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Georgia, 
Indiana, Utah, Minnesota, Mon- 
tana, North Dakota, Ohio. A com- 
plete line of women’s medium- 
priced real hot novelties all in 
stock. References must accom- 
pany applications. Liberal com- 
mission, and wonderful opportunity 
for right men. 


Address C-887, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 




















Salesmen Wanted 

by Middle West manufacturer of men’s 
snappy dress welts, thoroughly acquainted 
with the retail trade in Indiana and 
Pennsylvania. None but high class men 
who can give references will be consid- 
ered. Address C-8S95, care Boot 
and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 








Wanted, a “live wire” shoe 
salesman 


(Wholesale) men’s popular priced shoes 

and oxfords carried in stock for Metro- 
litan New York and Pennsyivania. 
economy Shoe Co., 138 West 

Broadway, New York City. 





TWO SALESMEN 
WANTED 


FOR THE FOLLOWING TERRITORIES 
DENVER AND WEST TO _ PACIFIC 
COAST; NEW ENGLAND STATES IN- 
CLUDING NEW YORK STATE TO 
OHIO. DRAWING ACCOUNT TO AP- 
PLY AGAINST COMMISSION. ESTAB- 
LISHED ACCOUNT WELL KNOWN 
BOUDOIR FOOTWEAR. ONLY THOSE 
WITH EXPERIENCE AND HIGHEST 
REFERENCES NEED APPLY. 


STONE SHOE CO., INC 
71 Fifth Avenue, New York City 


Salesmen Wanted 


Salesmen who can devote entire time to 
handling line of buckles and novelties to 
shoe manufacturers. New England terri- 
tory. Splendid proposition for one will- 
ing to work on straight commission. 
DEAUVILLE IMPORT CORP. 
45 W. 34th St., New York 














ag oo =e agg om | 
lete line 











WANTED—Live wire salesmen to carry 
Hawkes soft soles and ‘“‘Self-Starters” as 
sideline. ‘‘Self-Starters” are being sold in over 
5,000 accounts throughout the nited States 
and recommended by leading pediatricians in 
all sections. Good territory open. ) a 
HAWKES & SON, Rochester, N. Y. 





ALESMEN wanted to sell as sideline Car- 

penter’s well known line of quality soft 
soles and | intermediate first walking shoe, ‘“Self- 
Starters.” Good territory open. Full partic- 
ulars in first letter. CARPENTER SHOE 
CO., Rochester, N. Y. 





H'!¢# calibred salesmen wanted to handle a 
new line of real value men’s dress welts 
retailing for $4.00, $5.00 and $6.00. This line 
handled in conjunction with a well known line 
of work shoes, and an excellent line of men’s 


and women’s h lines are short and 
are money makers for mbm and retailers. 
We on only high wered men capable of 

real money. Give complete information 
with 'y your ap easion, references, etc. Pacific 


other terri 
p> C-851, an Boot and Shoe Reenter, 
207 South St., Boston, Mass. 


WANTED: An --" “Y real live-wire 
r the states of Iowa, 
With a com- 


shoe salesman, 


of priced men’s welts. 
IEBRICH- FOX] HILKER SHOE CO., 
cine, Wis. 





ANTED: Resident salesman for New York 
City and vicinity. Also one for New Eng- 
land, Chicago and Detroit. Reply to C-879, 
care Boot and Shoe Recorder, 207 South S 
Boston, Mass. 





work shoes, 
UA 


ALESMEN WANTED: Real producers 
the following territories: —Oklahoma, Sion 
sota, Pennsylvania, New York, Kentucky, 
Idaho, Montana, Utah, Ohio and Tilinois. V e 
are manufacturers of one of the oldest lines of 
dress oxfords and shoes—a real 

LITY line—BIG commissions paid to the 
ght man — established territory — only live 
wires need apply. Address C-882, care Boot 
and Shoe ne 189 W. 
cago, 


Madison St., Chi- 





ALESMAN for Tennessee and Kentucky. 


Travel hy auto. Welts, Stitchdowns. McKays 


leg Commission basis. HAGERSTOWN 
SHOE ® 


LEGGING Co., Hagerstown, Md. 





E want a high grade shoe salesman for 
eastern Pennsylvania to follow one of our 
best men who is going into business for himself. 
Strong line of men’s shoes — well established 
business. Only experienced wholesale shoe 
a with om considered. No others 
apply. uick action necessary. F)- 
MOND Or ‘COMPANY, Milwaukee, Wis- 
consin. 





WE want experienced wholesale shoe sales 
men with records, to represent us in several 
available territories for one of the strongest 
lines of men’s shoes in the United States 
Compensate according to record. Quick action 
necessary. Real opportunity for the right man 
Only men with records need apply. Address 
C-877, care Boot and Shoe Recentinn, 207 South 
St., Boston, Mass. 





ALESMEN wanted by manufacturer stocking 

two lines of infants’ and children’s turn 
shoes. “Dr. Newton’s Wiggle Toes” as a high 
grade line and “Grorite” as popular price: 
line; both well known to the trade. Each lin: 
complete in itself and representing one of thi 
largest lines of children’s shoes in the country 
We grepay all delivery charges and have won 
derful proposition to both dealers and sales 
men. erritories available, New York City 
upper New York State, Connecticut, Easter: 
and Western Pennsylvania, Delaware, Mary 
land, Washington, D. C., Virginia, West Vir 
ginia, North and South Carolinas. J. Newto: 
Seitz Shoe Co., 117-119 S, Paca St., Baltimore, 








ALESMAN for Missouri and Kansas. Toe 


by auto. Welts, stitchdowns. McKays, 


leg 
gings. Commission basis. HAGER STOWN 
SHOE. & LEGGING CO., Hagerstown, 


Md. 


ALESMEN traveling the coast, South and 

Southwest States to carry as side line ow: 
line of popular priced ladies’, men’s and chil 
dren’s leather and felt slippers for jobbers, 
chain and department stores. Liberal commi 
sion for right parties with references. Rosen 
wasser Shoe Corp., 25 Wilbur Ave., Long 
Island City, N. Y. 
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ae WANTED 


GALESMEN WANTED — To represent fast 
selling line of women’s Popular-Priced Welts. 
Stouts and regular widths, instock proposition. 
An excellent opportunity for right party with 
following as principal or side line. State ter- 
ritory and experience. References required. 
PROSPERITY SHOE CO., INC., 174 Lincoln 
St., Boston, Mass. 


ALESMEN—Following States available 

fast selling side line of Stitchdowns: Ohio, 
Illinois, Virginia, West Virginia, Maryland (not 
Baltimore). All New England, Wisconsin, 
Minnesota, Iowa, Missouri. A side line prop- 
osition to be used in conjunction with either 
Men’s or Women’s lines. Fall samples now 
ready. The best and fastest selling Men’s 
Romeo in the country. Write fully to C-893, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN to carry our line of Felt Slippers, 
women’s and children’s, at popular prices. 
On commission basis. Write giving territory 
and references. Grand pee Co., 85 High- 
land Ave., Passaic, N. 














MANUFACTURER of rhinestone shoe buckles 
desires salesman to carry side line of shoe 
ornaments in compact sample tray. Fifteen 
per cent commission. State territory and_ref- 
erences. The wend Company, 236 West 
55th Street, New York. 





ANTED—Salesman with established trade 

to represent us in Louisiana, Georgia, Ala- 
bama, Nebraska and Pennsylvania. Line con- 
sists of fast selling women’s novelty McKays 
priced at $3.50 to $4.85. Liberal commissions 
and wonderful proposition for men of proven 
ability. References must accompany applica- 
tion, otherwise will not be considered. SHU- 
STILES, Inc., 1330 Washington Ave., St. 
Louis, Mo. 








LINE WANTED 








FOR RENT 


STORE SUPPLIES 





OR RENT—Street floor store for immediate 

occupancy—about 1500 square feet. Ship- 
ping facilities from rear of store. Apply at 
33 Lincoln Street, Boston, Mass. 








POSITION WANTED 


OSITION WANTED—Shoe salesman and 

and manager wishes to connect with a reli- 
able house. Thorough training, 6 years’ expe- 
rience. Executive ability, chain store knowl- 
edge. All replies to be addressed to J. H. 
CONSELYEA, 813 Swede St., Norristown, 
Penna. 








-1 Advertising man and window trimmer 

seeks connection with large shoe store, pre- 
ferably in central or southern states. Eleven 
vears of invaluable experience in all kinds of 
shoe publicity. Available at once. Correspon- 
dence invited. Address C-878, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 














price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting witb —y- 4 
advantages over common pin. Slips on 
and off shoe easily. Now used by - 
— shoe stores. Haif gross $2.75. 

$5.00. Check with trial order. 
Refund if unsatisfactory. 


. D. POLLINGER CO. 
416 Victoria Bide St. Louis, Mo. 














LINE WANTED 


A short line of popular priced men’s 
or women’s welts on a _ straight 
commission basis for Philadelphia 
and vicinity, part of Delaware and 
New Jersey. Have had twenty 
years successful road experience. 
For the past fifteen years have 
represented one of best known 
makers of men's and women’s 
welts in the east. Retired last 
March a year to enter the retail 
field, but can now give my un- 
divided time to the road again. 
Automobile equipment, and refer- 
ence furnished. Address C-892, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











XPERIENCED shoe salesman located in 

coal region open for line. Address C-894, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—tLine of women’s or children’s 
shoes for the better class accounts in Mich- 
-. Last six seasons with Florsheim Shoe 
in this territory. Age 35, references. Fd. 
carder, Augustine and Lucky Sts., Rochester, 





A POPULAR price shoe line wanted by ener- 
getic salesman for New York. References. 
Address C-890, care Boot and Shoe Recorder, 
239 W. 39th St., New York. 








FOR SALE 


FIRST class shoe store and repair department. 
Good location, rent reasonable. Established 
five years. A real two-man job. Will sell for 
cash.’ Only inventory 8000 machines and fix- 
tures 2000. Investigate if interested. 3. 
pra. 5869 So. Vermont Ave., Los Angeles, 
alif. 








NLY shoe store in town of 2000 in North 

Missouri. Paved streets, hard surface high- 
ways. Draws from big territory. Room and 
fixtures redecorated. Rent reasonable. Good 
reason for selling. Can be handled for $2.500 
cash if sold at once. Address C-889, care Boot 
ee Shoe Recorder, 207 South St., Boston, 
Mass. 


HIGHEST CASH PRICES — 
for entire shoe stocks. We also 

surplus or slow sellers. Quantities no ya 
Retail or wholesale. Short term leases taken 
off your hands. Wise or phone us. . fea 


v 





MAX GLAUBERG 
436 Grand Street, New York City 
We also , pastinse clothing, hats, furnishing 
goods, e Dry Dock 0852 




















Sell Us Your Left Over 


New York Export Purcuasinc Cone. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 

















MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE BAve I ir. WE 
WILL GET IT. WE WILL MA IT 

FOR YOU. 

W. E. FOLLIS ADVERTISING eas 

159 N. STATE STREET AGO 

















EMPLOYMENT SERVICE 








A thoroughly organized service. highly 
specialized office, established to assist the 
employer to find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular posi- 
tion ghey desire. 

Confidential service to employers without charge! 


PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 
Congress 2870 











101 YEARS OF MANUFACTURING EXPERIENCE 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City. Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.,; Port- 
and, Oregon; San Francisco, Calif. 


CSTaAsLISHEOD 


LAB E LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
oe Rate 
FRANK C. MEYER Cow 
OST Wer ss oes 
23-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 
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ras OSCAR ONKENc 


Display Fixtures of Qual! ity 





¥ IN WOOD ONLY, BUT IN MANY PERIODS ¥ 


Catalog | 
Department | greece, 
Store 























Catalog 

Window Shoe 
Fixtuges Chairs and 
Fitting 

Stools 

— 
° Check | | Here 


Check the One You Want 


ONKEN 


Our new 
Catalogs 


We want your busi- 
ness on our new 
Display Fixtures. 
Fixtures that will 
make real salesmen 
of your show win- 
dows. 
1st. Check the one 
you want. 
2nd. Pin to your 
letterhead. 
3rd. And mail at 
once to— 


The Oscar Onken Co. 


G11 West 4th St., Cincinnati, O. 
A SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 
° 

One of the Two Best Lines Made 

















CINCINNATI, O. 


BOOT AND SHOE RECORDER 


oO 


Wi N DOW 





DISPLAY piles i ~ RES | 


| SEGALLES SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 








Information for 


Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inexhaus- 
tible source of information as 
to where and what to buy. 
They are worthy of your clos- 
est attention. 
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GLASS EYES 








GLASS EYES 


For Bunny and Kit- 





G. SCHOEPFER 
16-18 West 36th St., 
New York, N. Y. 





KITTEN EYES 














MERCHANT NEEDS 








z See = Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


a 2 
— men | 
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Made in all styles 
to suit any shelving 
condition. 


Ears 
eet 
a a 
a ed 
en . 


ats 
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Get our price before 
placing your order 
Milbradt 


Manufacturing Co. 
2416 No. 10th Street 











ST. LOUIS, MO. 








Be Sure To See These Style Leaders 





‘FRENCHY 
INLAY 
BUCKLES 


All New Beautiful 


Patterns 





You cannot afford to 
miss including some of 
these in your shoe trim 
specifications to your 
manufacturers. 


At The Boston Fair 
JULY 5, 6 AND 7 


CHANDLER’S 
Perfection Tie Ribbons 


Single and double. faced Satins and 
Silk Grosgrains to match all shoe 
colors. 


Super Quality Silk Bindings 


Full lignes. Extra Strength. Necessary 
Stretch. 





Manufacturer’s Inquiries 


Solicited. 














125 SUMMER ST. 





All the above and much more of interest ready for your inspection at Booth 33, Grand Foyer, 
Hotel Statler, or at our main office. 


W. K. CHANDLER, Inc. 


‘HIGH 
FLYER 
BOWS 


Something different in 
unique and unusual 
effects. 





It will be to your advan- 
tage and profit to inves- 


tigate our latest creations. 





BOSTON, MASS. 
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A BIG BUSINESS BUILDING FOR BUILDING BIG BUSINESS 


















We AreE LOOKING for TENANTS 
in the LEATHER INDUSTRY! 


To leather tanners and importers, and to the shoe in- 
dustry and allied trades, the new Park Avenue Building 
offers both a broader outlook on business and a bigger 
outlet for its activities. 


But the appeal of this magnificent 
new structure to the Leather In- 
dustry is not general, but specific, 
for it is situated at the heart of a 
section that is fast establishing it- 
self as the New District of Leather. 














And we are anxious to confer with ay ath 


principals of leather firms, first to vial ik!) ae ON igi i 
find out what they want, second 33 th uy ae Uhh Wilh in 
to show them what we’ve got, and a kak 3 ob a ff Hay 1 | | 
finally, to submit layouts and fig- nn cat el | soe at a HE! l 
ures calculated to bring us together. BE Porth 4 he 


May we hope for the privi- « 
legeofanearly appointment? 





CHRD 


25 stories high—25 elevators 
Private driveway and loading ‘Wamsley nx’ 


platform mv OO : ae sa . 
100% Sprinklered a 2 ee q ee er 
Ready about December, 1927 _——— .—£ Pe male ine aol 
‘no N pe pe 
Leasing Now 





Park Avenue Building 


NUMBER TWO PARK AVENUE 








BROWN, WHEELOCK: HARRIS, VOUGHT & CO., INC., cAgents 
East 48th Street, New York — Tel.: VANderbilt 0031 
Or Your Own Broker 
TWO PARK AVENUE CORPORATION, Principal 
2 Park Avenue, New York — Tel.: ASHland 1567 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


THE WELL DRESSED MAN AND HIs 


ee i di dvireg aide. 6 «0-6 (Monthly Feature) rks Uk Ad 
COLLEGE MEN ARE TONING DowN.. Trend Toward Conservatism ... 38 
— HARMONY IN MEN’s AT- 

REE ET ae re By Jeremiah J. Hickey......... 44 

‘A  Clotiing Manufacturer’s View 

point. 
WoRLDWIDE HIDE MARKET RISING.. A Leather Survey ............ 103 
YOUNG MEN AND OLD............- Be Pe BO. 5 vvidscnsevcenes 105 

A Commencement Essay to Begin- 

ners and Their Elders. 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 106 
“WuHat’s DOING” AT THE SHOW.... Shoe and Leather Fair......... 108 

A Complete Resume of What to 

Expect at Boston, July 5-7. ' 
EXHIBITORS AT THE BOSTON FAIR.. Who’s Who and Where......... 112 
How TO MEET COMPETITION........ Illinois Convention ............ 114 


WHAT Paris SAYS IN DRESS....... (Hight Page Style Section).....115 


And America’s Answer in Shoes. 


THE RETAIL SHOE SALESMAN ...... By Helen M. Haney........ nee 
Selling Hosiery by the Box and 
Findings by the Set. 

SHOE STORE SERVICE ............. Advertising and Display ....... 143 
When Business Is Hard to Get. 

WHo’s WHO ON THE ROAD......... By Helen M. Haney........... 155 
News of the Travelers. 

More DIGNITY IN SHOE STYLES... California’s Style Views........ 159 

SHOE MERCHANTS NEWS .......... Among the Retailers........... 163 

SHOE MARKET NEWS ............- Among the Manufacturers.. ... 170 


OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MASS. 
EVERIT B. TERHUNE, President 











WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. ,- SCOTT ¥.¢ pow 
-Presiden e-Presiden 
er . ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 
Hueco M. Bowzn 


PEARS 
a. c, P. M. FAHRENDORF 


CHARLES H. 
Ow=zNn A MTHomas R. D. NorTHRoP 








SUBSCRIPTION RATES 
The subscription price of the Boot anp SHor RecorpER is $3.00 for one year in advance, which 


includes posta n the United States, its possessions, Canada, Mexico, Spain and its colonies 
. and South America (excepting Venesuela and the Guianas, which is $6.00). 
$6.00 per 


FORBIGN “SUBSCRIPTION—The price to all foreign countries except the above is 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


When writing about changes of address, please give us the old as well as the new address, 
~~ on d please give us three weeks’ notice before the change is desired. 





t for eenee of address must reach us at least thirty daye before the date of issue 


ou which 4 is t effect. Duplicat @. copies cannot be sent to replace those livered 
through fatlure to an Goon 5 Sdvence notion. ee oo a be sure also to send us 
the old one, inclosing tf possible your ess label from a recent copy. 





Mastered as second-class matter Sept. 19, 1008, ot Ge Tap Cin ot ew Oe, © Y., under the Act of 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Abington, Mass............ 52 
Anderson, A. J., Inc., Amesbury, Mass.... 74 
Ault-Williamson Shoe Co., Auburn, Me. .60-61 


Bass, Geo. H., Co., Wilton, Me........... 97 
Best-Ever Slipper Co., Ine., Brooklyn, 

Wt We cbbecwevbeseaiemssisecwesved 172 
Bleecker Shoe Co., New York City....... 166 
Bliss & Perry Co., Newburyport, Mass... 21 
Blog Shoe Co., New York City.......... 173 
Bond Shoe Co., New York City.......... 77 


Bradley Goodrich Co., Inc., Haverhill, 
Dt ‘cod abkbenet ese beenddsees ceeens-eob 
Bresnahan Shoe Co., Boston.............. 129 
Brockton Co-operative Boot and Shoe Co., 
Un: é6ccert6udbeneseaee-eus 17 
Brockton Shoe Mfg. Co., Brockton, Mass.56-57 


Brophy Bros. Shoe Co., Boston........... 139 
Brown Shoe Co., St. Louis, Mo.......... 135 
Burdett Shoe Co., Lynn, Mass........... 28-29 
Burrows Shoe Co., Rochester, N. Y...... 150d 
Churchill & Alden Co., Brockton, Mass., 
4th Cover 
Clapp, Edwin, & Son, Inc., E. Weymouth, 
BE, cccccecevesccccereccotecwooces 47, 170 
Cohen, Samuel, Shoe Co., Boston........ 173 


Colt-Cromwell Co., Inc., New York City. .150b 


Commonwealth Shoe & Leather Co., Whit- 
Gs SEES. So rksnnns cesses dsodeesesece 


Conrad Shoe Co., Brockton, Mass......... 41 
Coon, W. B., Co., Rochester, N. Y........ 164 
Copeland & Ryder Co., Jefferson, Wis.... 48 
Creighton, A. M., Co., Lynn, Mass........ 75 


Crossett, Lewis A., Co., No. Abington, 
TE $6:00:06906050000006900060006000008 
Cushman-Hollis Co., Auburn, Me.67, 68, 69, 70 


Diamond Shoe Co., New York City....... 158 
Dingley Foss Shoe Co., Auburn, Me...... 131 
Douglas, W. L., Shoe Co., Brockton, Mass. 59 
Doyle Shoe Co., Brockton, Mass.......... 150b 
Duane Shoe Co., New York City........ 99, 173 


Elam, F. S., Shoe Co., Rochester, N. Y.... 173 
Emerson Shoe Mfg. Co., Rockland, Mass.48, 171 
Evans, L. B., Sons Co., Wakefield, Mass... 62 


Fair Sex Shoe Co., Lynn, Mass.......... 153 
Firestone-Apsley Rubber Co., Hudson, 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


epee 

















DOZEN ways to clear stock— 
A right at the moment when you 
need it most—just following the 
Fourth. 

A dozen authentic reports on the 
leather situation with the opinions 
of men who risk their reputations 
and money on the hides and skins 
they buy. 

A dozen ideas on how to sell sum- 
merish shoes at regular prices in the 
short, sweet summer days of July 
and August—a profit in every line. 

Three dozen things you ought to 
know in one issue. 


LOOK ahead—what shoes in the 
future? Certain things in 
wearables will never come back, for 
human progress warrants their dis- 
card. A glimpse into the future in 
next week’s issue. 
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The. Initia? 
Dresentation OF 


ROGERS BROS. 
New Fall Atodsels/ 


AT OUR SHOWROOMS 
59 LINCOLN ST., BOSTON 


During the Boston Style Show 
July 5, 6, 7, 1927 
And the Copley Plaza Hotel 









You know that Rogers Brothers shoes are utterly smart—New— 
Different—and that no shoes in their price class have ever sold 
in such numbers. 














You know that Rogers Brothers Shoes are the only shoes with 
whose full-profit soundness you do not need to concern yourself 
for a moment. 






mote 
oe, / You have not far to seek for an explanation of the extension of 
— the loyal, alert Rogers Brothers army of customers; for the answer 
—_— is in your own mind and in the shoes themselves. 


Go to see this New Fall Collection of “Lucky Shoes” and find 
verified in a brilliancy of all-around excellence beyond compare, 
all of your confidence and all of your convictions. 





READY FOR 
IMMEDIATE DELIVERY 
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Manufacturers & Distributors 














. 
. 
= 




















Vol. 
matt 





